



































Bowling Alleys 
Catholic Club 


Memphis, Tennessee 
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MOTOR DRIVEN 
HORN 
(Weatherproof) 
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TIME TO | 
POUR! 





DOUBLE PROJECTOR HORN 
(Weatherproof) 


CRANE WAY — 
HEADS BELOW! 


n, They Page, They 
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\\\ Through ANY Din! 





INDUSTRIAL SIREN 
(Coding; Non-coding) 


POWER’S 
GOING OFF! 








FACTORY HOWLER 


(Non-weatherproof) 


FIRE ALARM HOWLER 
(Weatherproof) 





Benjamin signals are listed by the 
Underwriters’ Laboratories. They are 
available forA.C. or D.C. operation, 
in a wide range of voltages ond 
cycles. Many can be had with choice 
of Double or Single Projectors. 

A feature of Benjamin Vibrating 
Horns and Buzzers is the ease of 
servicing due to their unique con: 


INDUSTRIAL BUZZERS 


PHONE FOR 
MR. SMITH! 








TELECODE RELAY 








struction which permits removal of 
the entire operating mechanism with- 
Out touching the wiring 

Benjamin Telecode Relays are spe- 
cially designed for connecting horns 
to telephone ringer circuits to re- 
place bells in noisy locations where 
telephone bells can not be heard. For 
complete data, write for Bulletins. 
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The unique, wide-range, high-frequency note 
of a Benjamin Signal (red sonograph curve 
above) makes itself heard through any in- 
dustrial racket, monotonous or varied. Typical 
industrial noises are shown as black curves 
in diagram above. 


FOR executive paging—to \ocate auici 


the men whose duties take them through the plant. 


FOR telephone signaling —wiere 10: 


drowns the phone bell. 


es 
FOR alarms and warnings —-c1i: 
guards or firemen to the right place, for warnings 
overflow, breakage and interruptions. 


FOR time signaling—p:ocess-flow notic: 


hours-of-work signals. 


One of these days, one slight accident to men 
equipment will far more than overbalance the ce: 
of a Benjamin Signal installation. Too, a Benjam 
Signal installation cuts out the perpetual confusio 
delay and annoyance of hunting for wanderit 
wanted personnel...a real contribution to operati! 
efficiency. 

You need such a system, you need THIS one, | 
cause the attention-getting voice of a Benjamin Sign 
can be depended upon to saw through any industri 
noise; to produce a sound volume that is audib 
over a large area; and to be ruggedly construct 
and especially designed for industrial and comme 
cial service. 


Draw on 30 Years’ Signal Experience! 


Benjamin horns and buzzers have been used for over 
years in calling, warning, and paging signal systems in tho 
sands of industrial plants. Pitch: and volume are right 
every use, relays and parts are made to the very high 
standards. Let Benjamin Engineers help you obtain great 
efficiency, better protection, a reduction in the accident ra 
and savings in time and labor, with Benjamin Signals. Wr 
for data!... Benjamin Electric Mfg. Co., Dep’t Z-1, Des Plain 
(Chicago Suburb), Illinois. 


1GNAL AND ALARM SYSTEM 
Distributed Exclusively Through Electrical Wholesale 
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Industrial type switchgear as- 
sembly, stationary type. with 
two incoming supply lines 
and 32 feeder circuit breakers. 


Another example of de- 
pendable WALKER equip- 
ment, sturdily designed 
to give unlimited service. 


MANUFACTURERS OF SWITCHGEAR e PANEL BOARDS e« SERVICE EQUIPMENT + METAL ENCLOSURES 
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your field for games 


More people can participate in your outdoor athletic program and many mor 


, them will become interested spectators when your field is lighted with 
Crouse-Hinds 
Type MUA 
Alumalux 
Floodlight 


A well lighted field that extends play-time into night-time will work wonder 
boosting employee enthusiasm. The resulting good-will pays dividends on the mod 
r. j \ investment that is required. 

: Pioneer in sports lighting, Crouse-Hinds Illumination Department has a wealt 
experience acquired through more than twenty years of planning the most effi 


lighting for all types of fields from small playgrounds to great stadiums. This k: 
Crouse-Hinds : : ’ 3 " . ‘ 
Type MDB-14 how is at your service. Crouse-Hinds illuminating engineers will gladly recomm 
Floodlight the proper selection and arrangement of floodlights for any application. 


Send for the latest Crouse-Hinds Sports Lighting Bulletin. It contains the Nat 
Electrical Manufacturers’ Association standard floodlight layouts for a large num! 
sports, from horseshoe courts to baseball fields, 


CROUSE-HINDS COMPANY 


Syracuse I, N. Y. 


» 





Offices: Birmingham — Boston -— Buffalo — Chicago Cincinnati — Cleveland Dallas Denver Detroit Houston Indianapolis Kansas City — Los Angeles — Milwaukee Minne 
New York — Philadelphia — Pittsburgh —- Portland. Ore. — San Francisco — Seattle — St. Louis Washington. Resident Representatives: Albany —- Atlanta — Charlotte — New Orleans 
CROUSE-HINDS COMPANY OF CANADA. LTD., Main Office and Plant: TORONTO, ONT. 
sae" - ;j Peis > 5 OREN TS “es 9 ri a Ee . ot Hg | % . = 
FLA 'S- AIRPORT 75 3H 47 ¢ TR RA ( cet, ¥: 2-ONC JL 
fas Pehmese tenet ctim. 2 to a pe mane REPS OP ts 
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For that 
hot spot 


you're 
going to 
ventilate... 





Graybar’s ventilation survey 








Fresh air is available! The right equipment will move it efficiently and 
economically wherever you want it. In the Ilg line of blowers, fans, unit 
heaters, and accessories—all distributed by Graybar—there is everything 
you need for removing heat, fumes, dust, or stale air from a single 
room; for ventilating your entire plant; for built-in ventilation of your 
product; or for space heating or drying. The near-by Graybar Power 
Apparatus Specialist will make a survey of your plant to help you or 
your electrical contractor determine the best system for your purpose. IT’S GOT TO BE GOOD 
Our national warehousing system can simplify your job of getting TO GO “VIA GRAYBAR” 
“everything electrical.” Although it’s still impossible for us to maintain 
complete stocks today, many items are available for immediate delivery. No matter what you order from 
Call our nearest office. Graybar Electric Company. Executive offices: eet eee as rr Dla ta 
y ciric pany about its quality. Graybar does 


Graybar Building, New York i. N. Y. not—and will not—distribute any 
item unless it is made by a reput- 
able manufacturer and has thor- 
oughly proved its dependability in 











actual service. 

Thus you always can be sure 
that, if you get it “via Graybar”, 
it will do the job for which it is 
intended. 


4742 











IN OVER 90 PRINCIPAL CITIES 


WIRING * LAMPS and LIGHTING * COMMUNICATION * SIGNALING * VENTILATION * CONTROL * POWER APPARATUS * TOOLS 
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Good Waters CML 


@ KIRKWoop COMMUTATORs 


+ Built Fo, long Services 











++ Best By Reputation / 


built in ~ 
t rags, thro 


fem 
rane AD Taylor quality js 
Ing of the fines ta Peay 


ugh every step 


A 
sk for C, omplete K, irkwood Catal, 
alog 


, DESPATCH OVENS 


wh *«: Produce More 
ONE nc _ Earn More! 


me Forced Air Int 


ine ake for 


oll 


Send for your 
copy of the 
IWI BLUE CATALOG 


INSULATION AND WIRES 
INCORPORATED 


Offices and Warehouses in 
ATLANTA 3, GA. « HOUSTON 2, TEXAS «+ ST. LOUIS 3, MO 
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Z fluorescent 
luminaires 


American industry, with its program of round-the- 


LEADER . , 
ZEPHYRLITE—ZUO-1-240- clock operations for top production, has turned 
é light, easily installed industrial 


itt d f d * . ° 
Siecgik, drcomnesd tor anil to Leader for modern lighting techniques and 
design. Built to eliminate the need \ 


for installation ‘‘extras.” " . " " 
\ new high standards of lighting performance, 





Wherever better industrial lighting is necessary, 


for critical detail work or for illuminating acres 


of machines and production lines, there is a 





scientifically designed Leader Fluorescent Fixture 
\ to fill each particular need. For better production 
j 
through better lighting . . . Look to Leader, 


Only better electrical wholesalers and con- 
tractors distribute and install Leader fix- 
tures. There is a friendly Leader represent- 
ative in your area. 


corr aa — 
| cr : 


6131 NORTH BROADWAY + CHICAGO 40, ILLINOIS 
WEST COAST FACTORY — 2040 LIVINGSTON STREET, OAKLAND 6, CALIF. 
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FOR SAFETY’S SAKE... USE CONDUIT (Full Weight Rigid Steel) 











SURE 
PROTECTION 


is cheaper than 
uncertain hazard 

























Ir may be easy to take a chance 
--especially if wiring is in out of the way 
places, if it seems to be safe from careless 
people and tamperers. 

But who can figure the cost of the risk -- 
the risk of dust accumulation, moisture 
and vapors, vibration, intruding animals, 
birds, insects, possible explosion? 

The only inexpensive fire or explosion 
is the one that is prevented from happen- 
ing. It is cheaper in the end to be posi- 
tively safe, to provide dependable protec- 
tion for electric wiring--just as has been 
done in the attic space pictured here--for 
residence or public building, store or 
factory. 

Youngstown “Buckeye” is a standard- 
threaded, full-weight rigid steel conduit-- 
most widely used conduit in the world 
Rigid steel conduit provides the only kind 
of wiring system that the National Electri- 
cal Code approves for hazardous locations 
and occupancies as being dust, moisture, 
vapor and explosion proof. Local distri- 
butors have “Buckeye” in stock now. 
























¥ @) U N C7 8 I @) WwW N Ask your distributor for: 
Youngstown Buckeye Conduit...Pipe and 
THE YOUNGSTOWN SHEET AND TUBE COMPANY 
Tubular Products...Sheets...Plates...Elec- 
oo.“ egupinne 96 heat saat aaa trolytic Tin Plate...Coke Tin Plate...Bars... 


Export Offices - 500 Fifth Avenue, New York City Rods...Wire...Tie Plates and Spikes. 


Manufacturers of 


CARBON - ALLOY AND YOLOY STEELS 
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General Electric salutes the Edison 
!lectric Institute’s new comprehen- 
sive Planned Lighting program for 
utility companies. We believe this 

campaign is a logical and effective 

NN means of increasing the use of better 
lighting in homes, stores, schools, 
offices and factories — that it will 

n benefit the entire lighting industry 


and every consumer it serves. 








isk Here are some of the ways in which the General 
ture Electric Lamp organization will support the 
nals, E.E.I. program and help you increase your 
greatest Profit Load with Planned Lighting: 
510n New developments from the General Elec- 
en- tric Lighting Research Laboratory. 
— Cooperation of G-E lighting specialists 
tec with the educational work of the Better 
een Light, Better Sight Bureau. 
for Expanded use of the General Electric Light- 
aed ing Institute for the training of utility 
people and for the general stimulation of 
TG- improved lighting practice. 
it- 
Id 
ind 
tri- 
ns 
re 
tri- 






ELECTRICAL SOUTH for APRIL, 1947 




















~» | How General Electric ties in with Planned Lighting 


Consistent nationwide lamp advertising in 
magazines, newspapers and spot radio. 
Special editorial features in the Magazine 
of Light. 

Up-to-the-minute engineering assistance to 
utility lighting departments and lighting 
equipment manufacturers. 

Merchandising plans tying in G-E Lamp 
wholesalers, dealers and chain outlets with 
local utility programs. 


Special contractor program for better light- 


ing installations. 


IF YOU NEED /amp infor- 
mation for your Planned 
Lighting promotion, just 
call your nearby G-E Lamp 
office. General Electric Co., 
Lamp Department, Nela 
Park, Cleveland 12, Ohio. 











Silent Breeze....»s . 


SENSATION IN VENTILATION 


BACKED BY BIG PROFIT PROMOTION THE YEAR AROUND! Now—for the first time—you can sell a truly complete, full) 
automatic ventilating “package.” For, with addition of a new 
“Big-Space” National Ad- prefabricated suction chamber to the proved line of Szlen 
vertising — Half and quarcer- Breeze Ventilating Fans and Accessories, you have at your 
pages in The Saturday Evening command a// you need for any residential installation . . 
easily obtained from ove long-established manufacturer. . 
designed and built to work together for more efficient ven 
tilation. This great new Silent Breeze package, which prom 
ises ever-greater appliance profits for you, includes: 





Postand Better Homes and Gar- 
dens. Newspaper campaigns for 
local use. Direct mailand point- 
of-sale displays. Convenient 
‘redit plan. : : 
se pl - 1) SILENT BREEZE FAN—modernly designed and ruggedly built 


: , in sizes for all home, commercial and industrial applications. 
Richest Fan Market on Record — Pent-up demand PP 


in every community promises to make 47 greatest SUCTION CHAMBER—provides a leakproof, sound-absorb- 


fan-selling vear in history as building and re- ing enclosure between fan and shutter or grille. Prefabricated 
i 3 : 7 - in four panels for easy assembly. 
modeling swing into high gear. Cinch your share 
by selling Silent Breeze COMFORTROL—a precision time switch operating on a 24- 
hour cycle to provide completely automatic fan operation. 

AUTOMATIC CEILING SHUTTER—opens when fan comes on, 

closes when it is shut off. Latest flush-type design. 

Automatic outlet shutter available for sidewall installation when 
suction chamber is not used. 


FREE—Comprehensive, 48- <> » 


page Selection and Installa- 


tion Manual for dealers. Con- 
tains complete information to 
make every installation a suc- 


cess. For information, write, 


HOLCOMB & HOKE MFG. COMPANY, INC. 
1545 VAN BUREN STREET, INDIANAPOLIS 7, INDIANA 


VENTILATING FANS P iasias tie 

43 H AIR | showing automatic 
N Wit Nm 

LaATigy PLUS cooLins [Toy ceiling shutter. 





UNITED STATES RUBBER COMPANY 


S2RVINS THROUGH SesznusE 





This new building wire, in the branch circuit 
sizes, is finished in nylon and is called ‘‘Neolay.” 

It’s the smallest diameter, lightest weight 
building wire on the market. The nylon-smooth 
finish and small diameter facilitate installation. 

Laminated walls of Laytex (90 per cent pure 
rubber) insulation give high dielectric strength. 
On top of the Laytex is a layer of flame retard- 
ant Neoprene. 

The larger sizes—No. 6 AWG to 1,000,000 
CM-—are supplied with an aluminum con- 
ductor, RH insulation and a Neoprene jacket. 
This construction provides a cable that is un- 
usually tough and strong, and exceedingly light. 

Investigate! Write United States Rubber 
Company, Wire and Cable Department, 1230 
Avenue of the Americas, New York 20, N. Y. 


Reg. U. S. Pat. Cff. 


ELECTRICAL WIRES & CABLES 
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ow to lighten your cost 
or | 








ET’S throw some light on the cost of lighting with 
old-style wiring systems. 

First of all, moving a fixture means a re-wiring job, in- 
cluding the installation of a new fixed outlet. That costs 
money. So does the production shutdown when power 
is cut off to tap in the new fixture. And finally, the materials 
torn out to make the change generally wind up in the 
scrap heap—a total loss. 
And suppose you do compute these expenses and 
decide to make the old set-up suffice. Then production 
takes it on the chin, because any kind of precision work 
calls for highly efficient illumination. 
So why not lighten your cost for light with BullDog 
Universal Trol-E-Duct? This modern, efficient, completely 
flexible system of electrical distribution puts current 
wherever you want it—any time you want it—within a 
few minutes. 








ELECTRIC PRODUCTS COMPANY 


BullIDog Universal Trol-E-Duct serves lighting fixtures 
of any type, and small portable tools, as well. It’s geare 

to the demands of today and tomorrow. Twist-out plugs 
or trolleys can be inserted to tap power from totally- 
enclosed bus bars at any point in the continuous slotte: 
duct. 


And for the “‘clincher,”’ Universal Trol-E-Duct is built i 
standardized, pre-fabricated sections for easy dismantlin; 
and reinstallation when your plans call for radical shift 
on production lines. You won’t scrap so much as on 
bolt in the transfer, either. 


There’s a BullDog Field Engineer nearby who can sho. 
you the advantages of Universal Trol-E-Duct in an in 
stallation near your own plant. See him soon. Or, simp! 
write BullDog direct and we’ll send descriptive folders 


BullDog manufactures Vacu-Break Scfe! 
Switches —SafToFuse Panelboards— Supert 
and Rocker Type Lighting Panels—Switc! 
boards—Circuit Master Breakers —‘’Lo-* 
Feeder BUStribution DUCT—"Plug-in’ Tyr 
BUStribution DUCT—Universal Trol-E-Duct fc 
flexible lighting—Industrial Trol-E-Duct fc 
portable tools, cranes, hoists. 





Detroit 32, Michigan. Field Offices in All Principal Cities. In Canada: BullDog Electric Products of Canada, Limited, Toronto 
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There’s a lot of selling po 





“The new tapered shape lets me 
back right into gathers, pleats 
and ruffles without bunching up 
the fabric one bit.” 

Minneapolis, Minn. 
“|... the ironing both ways saves 
much time and energy and dis- 
position, especially on pleated 
or gathered garments.” 

Michigan City, Ind. 
“And the Shape! I've always wondered 
why someone didn’t design an iron so you 
could iron with the back, too.” 


x 
> Hollywood, Ill. 


; LiLo whe cnood| 








~ c n > “We recently purchased a 
SS Yo \ 2 “Betty Crocker” Iron and it 
fg e354 seems as if I just whiz through 

, 8 +/ an ironing ... Ironing cer- 
2s § tainly isn’t the chore it used 

to be.”’ Bleomington, Ill. 


“With my new General Mills Iron I really 
enjoy ironing. It doesn’t take me nearly 
so long as it did before.’’ Grand Island, Neb. 
“IT was very fortunate to get a “Betty 
Crocker’ Iron. My ironing seems to go 
twice as fast now that I use it.” 

Los Angeles, Cal. | 
















































iia **. . . surely eliminates fear of 
// the iron falling. I even jiggled 
¢ [i = the board and it stayed securely 
Lar resting in place.” 
€ Minneapolis, Minn. 
6 “The side rest is a real inspiration, too... 
ly- so much safer and easier than old-fashioned 
eC 7 heel rests.”’ Minneapolis, Minn. 
“7 don’t burn all my ironing board covers, 
j just turn the iron and rest it on its side 
. i with a flip of the wrist.” Michigan City, Ind. 
ii 
| 
if 
\ y 
7 4 “. . . the heat control on the 
4 General Mills Iron keeps the 
; temperature correct for all fab- 
é Gp rics ...and I like having the 
i dial in front where it doesn’t 
4 get in the way of my hand.” 
¥ Minneapolis, Minn. 
“*.. .due to Tru-Heat Control, no scorch- 
ing or ruining of a new rayon slip.”’ 
Michigan City, Ind. 
“The Tru-Heat . . . puts the General Mills 
Tron ‘heat and shoulders’ above any others.”” 
Hooper, Neb. 
? — 
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wer in these letters women have written to Bett Crocker 











who’s used the General Hard-working, factual newspaper ads and 
Mills Tru-Heat Iron seems to find plenty to the General Mills Radio Hour have told 
like about it. “‘It’s the most wonderful iron women about this fine new iron . . . have 
I’ve ever used.” “... just grand in every brought them into stores to buy. But the 
way.” “... much more than good — it’s per- iron itself, its new features, its practical per- 
fect.”’ ““... thank you for designing such a_ formance, have prompted women to write to 
fine home appliance to make work lighter Betty Crocker, voluntarily, praising the iron 
for us housewives.” she sponsors. 





NOW BEING DISTRIBUTED IN ALL 
STATES EXCEPT: Washington, Oregon, 
Western Idaho, California, Nevada, 
Arizona, Eastern Texas, Oklahoma, 
Louisiana and Mississippi. Distribu- & betty Crock 
tion in these states will soon begin. ea he . 5 
trade name of 


General Mills 
GENERAL MILLS, INC., HOME APPLIANCE DEPARTMENT, MINNEAPOLIS 13, MINNESOTA 


Copyright 1947, General Mills, Inc. 
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HOT LINE 


THE BIGGEST IMPROVEMENT 
in “HOT STICK” HISTORY 


The war-time experience of A. B. Chance Com- 
pany engineers ond foundrymen who designed 
and made thousands of intricate and varied 
heat treated aluminum parts for airplanes, gun 
turrets, etc., has made possible this contribution 
to the electrical industry—The most outstanding 
hot line tool development since the first set of 
“hot sticks'’ were made—A complete line of 
lighter weight, stronger, safer, and mechanically 
improved maintenance tools with heat treated 
aluminum alloy fittings. 

The use of aluminum has made Chance hot 
line tools easier to use, faster in use, more versa- 
tile and more reliable than ever before. 

In converting to aluminum, Chance engi $ 
found it possible to add many new features 
that simplify operation and increase the range 
of use without increasing weight. Strength, too, 
has been a major consideration and every new 
design—every new tool has been thoroughly 
tested, and in some cases redesigned, until 
proven to be stronger than the old design with 
the heavier bronze fittings. All castings are 
Sigidly inspected and production samples are 
Periodically X-ray tested to guard against 
defects. All wood poles are voltage tested 
before and ofter fittings are applied. 





ALUMINUM ; 


(HEAT-TREATED) * 





va 


“LIGHTER-STRONGER 
Wcechanically Improved 





made EASIER-SAFER! 


Linemen, Foremen, Superintendents, and Safety Directors who are con- 
cerned with Hot Line Maintenance work will readily see the many 
advantages of this new development. Chance Hot Line Tools fitted with 
heat treated aluminum alloy castings will make the lineman’s work easier 
and safer because of the increased strength, the mechanical improvements 
and the weight reduction. Tests prove that a very slight difference in the 
weight of a tool head makes a considerable difference in the effort required 
to handle the tool from the butt end. This reduced weight minimizes 
fatigue and helps linemen to complete jobs more quickly and efficiently 
with less effort. 

. The reduced weight and mechanical improvement in pole saddles, 
chain tighteners, etc., made possible by the use of aluminum, helps linemen 
in attaching platforms, auxiliary arms and wire tongs to the pole. 
Additional safety has also been included in the redesigned line. For 
exarnple, the new platform is now provided with twin braces and is con- 
siderably lighter. Wire tongs have increased strength and the larger tongs 
have increased capacity to handle the larger conductors being used today. 


Chance Hot Line Tools are tested to resist 75,000 volts per foot. Poles 
are kiln dried and laminated to prevent warping and to give them greater 
strength. All aluminum fittings are subjected to a special heat treatment 
which greatly increases the tensile and yield strength, the hardness and 
corrosion resistance of the alloy. 

These new tools are already in production and should be available to 
you soon. 


*® CHANCE HEAT-TREATED ALUMINUM CASTINGS WERE USED IN ARMY AND NAVY 
FIGHTER AND BOMBING PLANES THROUGHOUT THE WAR...THE SAME MANU- 
FACTURING AND TESTING METHODS ARE USED IN MAKING CHANCE TOOLS TODAY! 
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“NOW=—ICE CUBES A LA CARTE 
ONE CUBE OR A TRAYFUL!”’ 


DEALERS — Plastray now presents the outstanding de- 
velopment in ice trays! The new ‘Jiffy Cube*” cups of 
unbreakable, flexible, tough plastic was first shown at the 
January Shows in Chicago and Atlantic City. “Jiffy Cube” 
is the only individual-cup ice tray available. 


SANITARY — Pree — ATTRAC- 
ve, = 1touched ice cube: 
arop cirect] ntc Plas rrom 
“liffy Cube up No hands 
touch your ice cubes 


ICE CUBES — WITH PLEASURE: - 


bottoms 


need 


Just press the 
“liffy Cube’ 


pop-out No v evers 
no hot water no handling of ice individually 


removable cups furnish one cube or a trayful. 


FLEXIBLE — DURABLE — st te Sey Pegi 


| 
( 


UDE 


“Jiffy Cube” cups are now made of polyethyler 
plastic, you can’t break them. The tray is made of an- 
odized aluminu Be Modern — Be Distinguished — 


Serve Ice Cubes A La Carte 


SPECIFICATIONS 

Name and No. ‘Jiffy Cube,” Model A 
Materials “ae containing 12 large 
Polyethylene Plastic Ice 


List Price, F.O.B. Detroit eee 
(Full Freight Allowed on 2s. Gross) 


PRICE SUBJECT TO STANDARD TRADE DISCOUNTS 
ged 4 Gross per carton—weight 35 Ibs. 


j Bright “Blue Anodized — Aluminum Tray 
Cube Cups—Unbreakable. 
‘ $2.25 


Packa: 
PLASTIC CUPS ‘ONLY “(no tray), per dozen ssiecacaniaes $1.10 list 
* Patented and Patents Pending 
Trade Mark Registered 
Copyright 1947 by Plastray 
" 
E S POpP- Corporation 


o 
“LY Fingen pressur* 


CORPORATION 
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Fe 


NOW AVAILABLE — 


IN QUANTITIES THAT PERMIT 
WIDE-SPREAD INDUSTRIAL USE 


In any plant, these Limp all-purpose 
indoor spot prgicrate flood serve a 


wide range of y direct the — 
light that is needed Lae he a job- 
right where it is needed. a 
“The Reflector Spot ) throws a nar- 
row, concentrated beam t. As an aid.» 
in promoting safety and increasing baka 


tion) it ee shit 


* 








14 


el Se. yap , 












ve 


NDUSTRY } 
Coe oo of light 


easy way to light up 
Be nah Ageetens warehouse 


3 spo ageite 3 and other “be 


Pee 


FRANCISCO; 411 N. 


LAMPS FOR 


Offices: 1299 Northside Drive, 

20 Ns OLE aren ean, Drive, CHICAGO; 40 Wall St., 
PHILADELPHIA; 32 Blvd. of Allies 

7th St., ST. LOUIS. 


OUSC 


nghou 






COMPLETELY 
SELF-CONTAINED 


WESTINGHOUSE REFLECTOR 
LAMPS. Available in tw 


Bene the Refléctor Spot and 
Reflector Fléod. Each is a 


on sega unit in itse 
ining, lamp, lens worl 


flector all in one hermetic: 
sealed lamp. They are me 
and dirt-proof. Elimination of 
cleaning separat lamp and re 
flector saves time and mon 
Reflector never tarnishes 


fogs. Lamp bas permane! 


- focus filament. Both lypes a 


priced at$1.05 for 150-wattsi 
and $1.50 for 300-watt si: 


ATLANTA 
NEW YOR 
1 Mor 


N. W. 
. PITTSBURGH; 
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DE LUXE FAN Body, base, and blades in lus- 
trous pearl-essence finish with contrasting 
silver striping and bright guard. Modern, 
durable, die-cast motor body and base. 
Totally enclosed oscillating mechanism. 
Wide, overlapping 10, 12, and 16-inch 
blades give unusually quiet delivery of large 






a ert 





BANNER FAN Popular-priced. Gives big 
air delivery at low current cost. Lustrous dark brown finish. 
Streamlined, sturdy, die-cast motor body and base. Totally 
enclosed oscillating mechanism. Wide, quiet-running 10, 12, 
and 16-inch blades. Two speeds on 12 and 16-inch fans. 
Wall-mounting bracket included. One full year guarantee. 










air volume. Three speeds on 12 and 16-inch 
fans. Price includes bracket for wall mcunt- 
ing. Guaranteed five full- years. 





RaM FAN STYLES TO 
SUIT ALL YOUR CUSTOMERS! 


With the R&M Fan line you can handle every cooling problem—from a 
single room to a whole house. Here are styles to suit every taste—prices 
to fit all purses, 

This summer, get the prestige (and profit) due an expert on low-cost ven- 
tilation. Get the good-will of satisfied customers by being able to recom- 
mend the right fan in the right place on a guarantee that’s as good as gold. 


ED National advertising helps you merchandise them. Point-of-sale material, 
TOR newspaper mats, and other sales stimulants (all at no cost to you) help you 
two sell them. So, see your nearest R&M Fan distributor OR mail the coupon 


for his name, address, and literature on this fast-selling R&M Fan line. 












lust i os _ 4 HOME COOLER It’s porrable— 
nol { 0 Yn é customers set it into open win- 
1 re dow; take it along when they 
1e4 move! Ultra-quiet operation— 

a no belts... no pulleys ... mo- 
ae tor mounted ‘on live rubber. 


Rich ivory finish. A space- 
saver—extends only 614 inches 
into room! 

In 24 or 30-inch sizes to fit 
most windows; in 24-inch size 








Br X/, mounted on adjustable stand. 
? Three speeds on all models. 
a One full year guarantee. 
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TTIC FAN Cools the whole house for years—for 
ess than the cost of a week’s vacation. Available 
1 30, 36, 42, and 48-inch sizes to suit any type of 
istallation. Fan operates in any position because 
oall bearings are used throughout. Quiet-running 
—motor mounted on live rubber; blades driven at 
lower speeds. Four wide, scientifically designed 
lades within true Venturi Ring that eliminates 
‘xcessive “‘air whip” and inefficient re-circulation. 


Xp 
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ei ROBBINS & MYERS, INC. sprincrieto, o., srantrorD, ont. 




































PEDESTAL FAN Pearl-essence finish on blades, 
motor housing and base. Brightly finished 
guard. Adjustabie for height—12 and 16-inch 
models from 38 up to 62 inches; 10-inch fan 
from 35 to 59 inches from floor to center of 
guard. Wide, quiet-running, overlapping 10, 
12, and 16-inch blades. Totally enclosed oscil- 
lating mechanism. Two speeds on 12 and 16- 
inch fans. Guaranteed five full years. 






ROBBINS & MYERS, INC. 

Fan Sales Division, Dept. B, Springfield, Ohio 

Please tell me who my nearest R&M Fan distributor 

is and send me new sales-promotion literature on 

the R&M Fans checked (¥). 

CO Home Coolers OAtticFans 1 Pedestal Fans 
O Banner Fans (© De Luxe Fans 
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The No. C-132 


hegent-Savoy 


PROUDLY PRESENTS 
THE NEWEST DEVELOPMENT 
IN FLUORESCENT LIGHTING 


The Circline Fluorescent unit—— designed especially for 
kitchens, breakfast nooks, dinettes, bathrooms and other in- 
stallations, 

Wired with a genuine, underwriters laboratory approved, 32 
watt fluorescent ballast. Unit finished in baked white enamel, 

Send for Your Copy shipped complete with 32 Watt Circline Tube. Individually 
of Our New Catalog! packed one to a carton, six to a master carton. 
ae ee ee ae tee Oe Be the first in your territory to display and sell this new 
Regent-Savoy distributor in your territory who stocks Regent-Savoy Circline creation. Phone or write for prices. 


i hi edite delivery on ° ° ° 
our om ae tcc . Immediate delivery available. 
any 0 : 


REGEN -S AVOY fewnocnete = New yor 
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HUBBARD AUTOGAP FUSE 


A combination of the No. 2302 Hubbard Autogap 
Arrester with a 7/2 K.V. dropout Fuse 


No. 2311 Autogap 
Fuse Cutout 


Hubbard No. 2311 Style, Autogap Fuse Cutouts 
are recommended for use when phase to ground 
voltage does not exceed 7500 volts. Fuse rating 
is 50 Amperes and interrupting capacity is 
1200 Amperes. Bracket No. 2323 is furnished 
for cross arm mounting and No. 2325 for pole 
mounting. Type of Bracket must be specified when 
ordering as one type only is included. Special 
brackets can be furnished. Fuse links are not 
ncluded. 

This new Hubbard open link type of cut-out is 
built around the sturdy and efficient Autogap No. 
2302 with the fuse mechcnism added. It has the 


No. 2323 Crossarm 
Mounting Bracket 
(included) 





No, 2311 


Transformer 








(Neutral! ) 


same highly rated moisture proof, long-life Autogap 
qualifications that are so widely accepted by en- 
gineers throughout the power field. It is approved 
by R.E.A. and will be displayed at Hubbard Booth 
No. 8 at the National Rural Electric Cooperative 
Association Convention at Spokane, April 22-25. 
Ask to see it and don’t miss the miniature Hubbard 
Autogap in action. 


HUBBARD «ad COMPANY 


Pittsburgh 


Chicago 


Oakland, California 
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SERVICE WIRE 





BLACKBURN 
CONNECTORS 


HOW TO ORDER: ; 
These New Connectors are Better Because: 

See your Local Jobber and Specify 

these Catalog Numbers: Aluminum tap is encased between two aluminum- 

copper, bi-metallic, grooved washers to prevent elec- 





Max. Copper Max. Alum. Blackburn 








Line Wire Tap Wire Catalog No trolysis. 
6 Solid 6 Solid 6H-3-W Connectors are designed for use at both the line end 
4 Solid YR 4H-3-W and the house end of the aluminum service wires. 
2Solid 2 “ 2H-W Connectors can be re-used if the aluminum service 
2 Stranded 2 “ 1H-W wire is ever replaced with a copper wire, by merely 
Vo" 2 * 1/oH-W removing the two bi-metallic washers. 
2 " 2/oH-W Connectors are made of high strength DURONZE— 
‘je * 2" 4/oH-W hence are more durable and last longer. t 
They are truly Hi-Strength Connectors and can be 
OVER 100 ‘ ‘ , , ; 
installed very tightly without distorting—hence a 
CONVENIENTLY-LOCATED : : 
more efficient connection. 
JOBBERS 






FIRST, MADISON & CLINTON STS.» JASPER BLACKBURN PRODUCTS CORP. - ST. Lovis 6, missouri 


BUILDERS OF QUALITY CONNECTORS FOR OVER 10 YEARS 
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7 “Timely “lip for Your Customers! 






















CHILLY MORNINGS WARM AFTERNOONS 7 COOL EVENINGS 


.»- and economize with the FUEL SAVING... 


viD 
; gE. INDIVID- 
is NVENIENC 
FOR YOUR eco THERMOSTATIC 
‘ AVAILABLE, IF 


QUIKHETER 


Frank Adam Quikheters are excellent for any day on which heat 
is needed, but they are particularly ideal for days when the 
weather is extremely variable...damp and chilly mornings, 
warm afternoons and cool evenings...days when the regular 
heating plant sends forth an uncomfortable amount of heat, and 
yet, it is too cool to be without some warmth in the house. 


Easy to operate, requiring only the flip of a conveniently- 
located switch, Quikheters send forth billows of warm air 
that will warm an average room in less time than it takes to build 
a fire in the regular heating plant. And when the desired temper- 
ature has been reached, you simply turn it off. Or should you 
Now Available! wanrtit thermostatic control is available at slight additional cost. 


Built-in @ Electric Quikheters are avail- Encourage your customers and clients to install one or more 
able in single units of 1,000 and 1,500 ‘ ° ° * s . 
watts and twin units of 2,000 and 3,000 of these attractive, convenient, fuel-saving, comfort-giving units 


watts, for immediate delivery. For details, and thus help to insure a balanced heating system. 





7 
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Electrical equipment is no better than its insulation 


@ For production, maintenance, or repair 
of electrical equipment, use G-E Insulating 
Varnishes. Consult General Electric, too, for 
superior finishing and sticking varnishes. 

General Electric’s expert technical service 
benefits from 46 years of varnish research and 
manufacture. Strict G-E Quality Control of every 
step in the manufacturing process assures uni- 
formity of product month after month. 

With its huge productive capacity, General 
Electric can now supply all these varnishes in 
quantity. Call your local General Electric Mer- 











chandise Distributor for details. Or write direct 
to Section RIMA-474, Resin and Insulation 
Materials Division, Chemical Department, Gen- 
eral Electric Company, Schenectady 5, N. Y. 


FOR INSULATING « FINISHING » STICKING 





GENERAL @ ELECTRIC 
bE 


G. en Ok oe ok 0 ee - OO a 0  - )  - O e MATERIALS | 
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Yee theee Kearney Propucts 


Kearney Hi-Line Platform Provides 
Full Wood Insulation 

from grounds or short circuits. Metal fittings are held 
to a minimum. A comfortable safe position can be 
maintained by the lineman. The ridge rope provides a 
place for the lineman’s safety strap. Solid anchoring 
eliminates side sway and horizontal movement of plat- 
form. It's easy to install and safe to use on wood poles, 
round steel poles or tower legs. Made of treated Douglas 


Fir tested to withstand 75 KV per foot for 5 minutes. 


Kearney Hi-Line Guard 


makes the lineman’s work safer than ever. Simply hook 
the guard over the conductor, using the completely 
insulated handle attached to the center of the guard. 
The inside cylinder is then rotated to close the guard 
completely. The low moisture absorbing material is not 
harmed by sunlight or oil. Provides a means of handling 
high voltage lines where rubber goods are not recom- 
mended. Available in three sizes to handle voltages up 


to 46 KV. 


Kearney Hi-Line Insulator Cover 


is used with the line guard shown above. When 
properly installed the projection on the end of the line 
guard locks inside the cover. Available in two sizes to 


handle voltages up to 46 KV. 


For greater safety, extra convenience, faster line mainte- 


nance, use these Kearney products. 


OVERHEAD AND UNDERGROUND UTILITY EQUIPMENT 
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The 
Vital Link 





jonel 


Write NOW for dealership 


Yh 


in your territory! 





A quarter-century of 
evaporative cooling experience, 
with thousands of successful in- 
stallations throughout the country... 
are behind these coolers. The record 
is impressive. 


Evaporative Cooling at its best, and 
the name “Great National’ are 
synonomous. Why not let this 


experience work for you? 


GREAT NATIONAL AIR CONDITIONING CO. 


2125 North Harwood Street, Dallas 1, Texas 








° 
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INADEQUATE WIRING, the industrial jinx, can rob any 
plant large or small... of as much as 25 to 50 per- 
cent of rated efficiency. And what's most discourag- 
ing, the greater the production load, the deeper he 
digs into your resources. 

Obsolete, overextended, overtaxed wiring may be 
difficult to detect, but it’s too expensive to ignore. You 
may not be able to see this demon, but your plant 
power engineer, your consulting engineer, electrical 
contractor, or utility power salesman can. A little po- 


licing now may save expensive alterations later.” 

















* WIRE AHEAD, a new booklet discussing pre- 

ventive maintenance... the symptoms of inade- 

quate wiring...and presenting plans for antici- 

pating electrical demand, is now in preparation. 

We shall be glad to send it on request as soon : 

as it is available. Address Advertising Depart- ANA pA 
ment, 25 Broadway, New York 4, N.Y. from ming: jumer * 


wal Pat on, 


ANACONDA WIRE AND CABLE COMPANY 
23 
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price of o 
ther 
er toggle switch 
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BIG NEW 











FEATURES = _ 
1. Sure contact spring in- You’r 
corporated into switch oS e getting yo ; 
sembly of stationary parts. ~~ your biggest Aitteats 
ies NOARK Type NTPS worth when you i 
alls for pe Pa install 
rfect con nelboard 
: t on . 
-, each part he circuits: pr rol protection of li ; every job thal 
more rugged than ever: prompt delivery ighting and small 
3. Phenol - +. advanced, precisi — 
; enolic ‘ cision ; , 
at handsomely de- NTPS — Insi engineering 
signed and durable. inated best buy! nsist on Federal T 
: ype 
PLUS 9 P 
STANDARD FEDERAL 
DESIGN FEATURES! 
} 
co : 
G 


Executive Offic 
es: 50 PARIS 
ELEC bidet 
INCLUDING: sania aaa iaameian ri HARTFORD, CON 
. R : ’ N. ° 
CONTROLS, SAFETY ee a OF A sae as ° Sm oe 
HES, CIRC re oo 
, CIRCUIT BREA LINE OF neuen 
KERS, SER — 
, SERVICE EQU L PRODUC 
IPMENT - 
, PANELBOA 
RDS Sou" 
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COOLAIR ATTIC FANS are built by the 
American Coolair Corporation, leading maker 
of attic fans since 1928. They embody exclu- 
sive patented features that can be found in no 
other attic fan! They are precision-built of the 
finest-quality materials obtainable. And _ their 
efficient design assures the user of an extra- 


long life of trouble-free operation! 


That is why we say there is better value in 
Coolair Attic Fans... value that is built-right- 
into every fan! The Manufacturer’s Warranty 
backs-up all statements that are made of Cool- 
air superiority. 


Customers these days are waiting and hop- 
ing for just this kind of quality merchandise. 
To assure yourself of complete customer-satis- 
faction, and of increasing profits from your fan 
business, get in touch now with your Coolair 
distributor or agent. There are many oppor- 


tunities awaiting far-sighted business men. 


A full description of the Coolair line, with tables showing 
models, dimensions, performance data, etc., can be found in 


SWEET'S CATALOG FILE SWEET'S CATALOG FILE 
Architectural For Builders 
A.S.H.V.E. GUIDE ELECTRICAL BUYERS REFERENCE 


3604 MAYFLOWER ST. JACKSONVILLE 3, FLORIDA 





FOR THE BEST 


FINISHING PLATES FOR ANY JOB 


ORDER BY CATALOG NUMBERS 
“ALUMINEX” BROWN 


BS-1 ‘“‘Aluminex Brown” Single Gang Switch Plate 
BS-2 “Aluminex Brown” Two Gang Switch Plate 
BS-3 “Aluminex Brown” Three Gang Switch Plate 
BR-1 “Aluminex Brown” Duplex Receptacle Plate 
BC-2 “Aluminex Brown’’ Combination Plate 


BB-1 


“Aluminex Brown” Blank Plate 


BP-1 “‘Aluminex Brown’ Pushbutton Plate 


BT-1 


IS-1 


IR-1 


1B-1 
IP-1 
IT-1 


“Aluminex Brown” Telephone Plate 


“ALUMINEX” IVORY 


“Aluminex Ivory” 
1S-2 “‘Aluminex Ivory” 
1S-3 “Aluminex Ivory” 
“Aluminex Ivory” 
1C-2 ‘“Aluminex Ivory” 
“Aluminex Ivory” 
“Aluminex Ivory” 
“Aluminex Ivory” 


Single Gang Switch Plate 
Two Gang Switch Plate 
Three Gang Switch Plate 
Duplex Receptacle Plate 
Combination Plate 

Blank Plate 

Pushbutton Plate 
Telephone Plate 


“ALUMINEX” 

AS-1 “Aluminex” Single Gang Switch Plate 
AS-2 “Aluminex’” Two Gang Switch Plate 

AS-3 “Aluminex” Three Gang Switch Plate 
AR-1 “Aluminex’’ Duplex Receptacle Plate 
AC-2 “Aluminex” Combination Plate 

AB-1 “Aluminex” Blank Plate 

AP-1 “Aluminex” Pushbutton Plate 

AT-1 “Aluminex” Telephone Plate 


BRASS 

CS-1 Brass 
CS-2 Brass 
CS-3 Brass 
CR-1 Brass 
CC-2 Brass 
CB-1 Brass 
CP-1 Brass 
CT-1 Brass 


.040 Gauge Single Gang Switch Plate 
.040 Gauge Two Gang Switch Plate 

.040 Gauge Three Gang Switch Plate 
.040 Gauge Duplex Receptacle Plate 

.040 Gauge Combination Plate 

.040 Gauge Blank Plate 

.040 Gauge Pushbutton Plate 

.040 Gauge Telephone Plate 








In keeping with D&M’s policy of “keeping 
ahead” a complete line of finishing plates made 
of .040 gauge brass has been added. With the 
ever-popular line of aluminum plates, finished 
with baked wrinkled enamel in beautiful shades 
of ivory and brown and a patented hard finish 
that has appearance of hammered silver, con- 
tractors and dealers can get any plate for any 
job. Special orders will be filled in any finish 
or in .040 gauge brass, for any combination of 
toggle, pushbutton, single or duplex receptacles 
blank or telephone plates up to three gangs 
Brass plates can be finished in bright chrome on 


special orders. Prompt deliveries. Write today 


SEE YOUR ELECTRICAL WHOLESALE 


1M 


MANUFACTURING COMPANY 


* INCORPORATED * 
Largest Manufacturers of Finishing Piates in the World 


SALES OFFICE: 80 WEST PEACHTREE PLACE, N.W., ATLANTA, GA. 
PLANT AT MARIETTA, GEORGIA 


2 
* 
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MAKING BIG BUSINESS 


OUT OF LITTLE JOBS 


OPERATING at top speed 52 weeks 
year, handling contracts ranging 
m five-room bungalows to wiring of 
} foot radio towers, the A.AS. 
ctric Company, of St. Louis, ac- 
‘ts no “big” jobs and indicates that 
organization is operating at its 
t when occupied with a volume of 
} and $25 jobs. 
Arthur A. Smith, head of the firm, 
himself the nation’s “largest 
ill contractor,” and this anomalous 
n describes him accurately.  Al- 
igh the company specializes in 
ll jobs, the total volume is in ex- 
of a quarter of a million dollars 
year. 
ifty per cent of the huge volume 
ng through the shop headquar- 
is residential wiring, in units of 
n one house to 600 houses, 25 per 
t is commercial power and lighting 
ng, and the other 25 per cent is 
entrated in small-scale industrial 
k. Eight trucks, among the city’s 
t gaudy “rolling billboards,” tell 
story of A. A. S. Electric Supply’s 
iy services, and each unit is busy 
days a week the year around. 
Ywner Art Smith chose the small 
field because he got started that 
and saw no reason to change. 
17, he was St. Louis’ youngest li- 
ised electrical contractor borrowing 
10 from his parents to set up a 
rk shop and to handle his first wir- 
jobs. Now, as then, he thinks that 
mpetitive electrical contracting is a 
ugh row to hoe” and is still seek- 
g ways to improve service. 
“Electrical contracting on our scale 
means ability to move men, materials 
nd sales rapidly, proper understand- 
ng between customer and contractor, 
nd the kind of facilities which make 
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the customer feel he’s safe im ordering 
the work,” Mr. Smith states. “Right 
now we offer a $1,000 reward to any 
one who can tell us of a larger, more 
efficient shop doing as much business 
in our specialized field.” Signs on 
trucks, notices on letterheads, etc., 
list that reward, but in twenty years 
there have been no claimants. 

The Bartmen Avenue headquarters 
of A. A. §. Electric Supply Company 
i; at: “electrical contracting plant.” 
Moving in nine years ago with a single 
shop and office, Mr. Smith has ex- 





panded steadily until he now holds a)- 
most an acre of space. There are three 
handsome showrooms, fourteen garage 
buildings which serve as electrical pre- 
fabrication shops, repair shops, stor- 
age warehouses and truck service 
space, a carpenter shop, huge central 
warehouse, and a paint shop. Inter- 
office communication systems bind 
the many units together, and keep a 
score of varied operations in pace with 
each other. 

Believing that no electrical contrac- 
tor should depend upon the supply 





The layout of signs in Mr. Smith’s office is a key to the personality behind 

this effective organization—the AAS Electric Company—which has develop- 

ed a quarter of a million dollar annual business out of small wiring jobs 
which may not average more than $25 each. 
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house to provide lighting fixtures, 
chimes, bells. etc., to be shown to 
customers, A. A. S. Electric is its 
own “supply house.” On the sec- 
ond floor is a 75 x +0 foot showroom 
which incorporates hundreds of styles 
of lighting fixtures, chimes, kitchen 
fans, wall heaters, door bells, buzzers, 
fluorescent lamps, timers, and every- 
thing electrical which should go into 
a home. 

All price lines are featured, so that 
when a customer comes in ‘look ng 
for something better than the builder 
specified” Smith can and does tradc 
them up to top quality, better priced 
equipment. There is nothing electri- 
cal for the home which isn’t in 
Smith’s stockroom or showroom 
Recently, Mr. Smith took ove: an 





Here, a shop electrician begins loading one of the work trailers which AAS 
Electric takes on all multiple house wiring jobs and for large seale work. 
All parts are inventoried in metal panniers of the type shown. 

earries over 1100 items needed in house wiring. 


adjacent building and remodelled it 
into a showroom for attic fans exclu- 
sively. Surprisingly, the door is locked. 
All customers who see anything at all 
in the organization are those who 
come through the -main front door 
after work orders are signed, and are 
whisked around through the Smith 
plant to reach the attic fan building. 

Art Smith likes to have contractors 
and homeowners see his huge layout. 
He shows them a $50,000 inventory 
of electrical materials, parts, and 
equipment, neat silvered boxes in 
which materials for every job are care- 
fully assorted and sent to the job, his 
eight silver and red trucks. They see 
prefabrication shops which turn out 
meter loops ready to be attached with 
two nails, a carpenter shop which pre- 
fabricates attic fan housings ready to 
be simply attached. 
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pointing to the rear parking lot. 
expansion into additional space. 





One of the colorful silver and red trucks operated by AAS Electric Company. 
The company’s light is not hid under a bushel! 


Iiverv customer gets a look at 
30 x 20 foot fluorescent hghting sh 
which prefabs the entire job befo 
it is delivered. Likewise, 


comp!cte repair ige with gasol 
pumps for the truck fleet, spare truck 
ind two work trailers which carry 
mplete electrical inventory to tl 
job where needed. 
“Tt’s a personalized business,’”’ M 


Smith savs. “Through the vears we’ 


been satisfving customers and show 


ing a profit, becau’e we don't wast 


inv motion of any sort. Our custom 
know that we are goi 
hem for every minute 
|. and niece of material 





but thev know that it will be gooxc 
vork. We never advertise in any wa' 
nd we operate entirely without sup¢ 


(Continued on page 88) 





This is the main AAS Electric Company showroom. Note sign and arrow 


Rapid growth of the company required 
Company now occupies nine shops, all 
located off of the rear parking lot. 
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CoMPLACENCY in the selling field 

be a worse threat to the msing 
mand for electric current than the 
tage of transformers or the in- 
ds by bottled gas, according to F. 
Sander:, vice-president and general 
ager of the Gasconade Power 
mpany, Hermann, Mo. 

Rural lines got a million and a half 
customers last year, Mr. Sanders 
and bigger things may be ex- 

ted with better supplies of wire 

erials and transformers. These 
the things which generate com- 
ency and cock-sureness, accord'ng 

Mr. Sanders, who points out that 

necds of the consumer must be 

isidered and he must be helped to 
the most possible out of his elec- 
equipment at the least cost 

ther he is located in the city o1 

1e€ country. 

Part of the load which helps make 

the handsome increase in the use 

lectric power,”’ Mr. Sanders said, 
lue to present users adding more 
iances to their lines. The con- 

r’s use is going up at a steady 
While we, in our own promo 
help to do this, one of our most 

tant future promotions now un- 

wav in the six counties we serve, 

» fill in the 


” 


} 


gaps on our rural 


lhe Gasconade Power Company 
headquarters in Hermann, Mo.., 
ites in six counties and has con- 
ible mileage in rural lines and in 
tion sells power to the REA lines 
iting in the same territory. It 
sells power to several small muni- 
ities in the territory. 
territories containing small 
is and rural lines there is a battle 
els going on. The canned gas 
d are going up and down th« 
itry lanes and they are getting 
Often they are able to get 
s when the electric company can’t 
get traneformers. Many customers 
have bought gas outfits for cook 
and heating would have bought 
tric ranges if the electric salesman 
| got there first and could have de 
ed the equipment. 
\nd one thing is sure, according to 
Sanders, all power salesmen, ap- 
nce salesmen, electrical dealers 
all others connected with the 
trical industry, need to realize that 
re is important gas competition in 
il towns and areas. Sales plans 
being formulated need to take 
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Filling the Gaps on Rural Lines 


An interview with F. N. 
Sanders, vice-president and 
general manager, on how 
to combat complacency in 
the selling field and how 
best to meet the competi- 
tion of bottled gas in the 
rural areas. 





F. N. Sanders 





cognizance of this fact. It is much 
better to scll the farmer’s wife the 
electric range in the first place than 
to come along while she is learning 
how to use her new gas range. The 
transition from wood to gas is a big 
step—such a big one that she may be 
forever lost as an electric range user. 

Advantages of using electric power 
are being emphasized for rural and 
city salesmen of the Ga:conade Power 
Company. First, the inherent safet; 
of electricity is stressed. 

Since electric light has no competi 
tion, another point to be stressed is 
the convenience of being able to pay 
1 lot of bills in one place. If the con- 
sumer has his lights, power and kit 
chen on the electric mains he pays 
the bill at one place instead of two. 
As against gas, he always has a suppl 
and is not dependent on a supplier 
to come out on snowy ice covered 
roads to deliver a tank of gas. His 
current is always there at the end of 
the wires. 

The salesman can also point out 


that not so many years ago a person 
had to pay a light bill, a gas bill, an 
ice bill, a grocery bill, a telephone bill, 
a water bill, all at different places. 
Now, many of these have been con- 
solidated. Some have been eliminat- 
ed, such as the ice bill, which has 
been replaced by the electric refrig 
erator. 

Mr. Sanders said thcir presentation 
was divided into two distinct parts 
The first part is to sell the farmer 
first the electric equipment for in 
come producing purposes. Pumps. 
water systems, dairy equipment, poul- 
try equipment, stock watering equip 
ment, grain handling and processing, 
meat handling and _ processing—al! 
such equipment comes in the money- 
making bracket. 

The next division is the comfort 
and convenience section. Health 
items should be included in this, also, 
and it includes kitchen ranges, hot 
water heaters, adequate lighting, sun 
lamps, and the whole range of house- 
hold appliances. 

Mr. Sanders said they advocated 
policy of the existence of a right and 
timely presentation of the electrical 
story, particularly in the cases where 
the customer has to be sold. The 
importance of the proper presentation 
is easily seen when vou realize that 
farmer who is pumping water by hand 
and has all the back-breaking manual 
chores to do, might be insulted if a 
salesman tried to sell him an electric 
range for the kitchen. 

On the other hand if the salesman 
sells him a water pump first, and then 
a water system, the electric range, hot 
water heater and comfort conveni- 
ences will follow as a matter of course. 
In fact. according to the experience 
of Mr. Sanders, once income produc- 
ing equipment is installed on the 
farm, and the farmer becomes accus 
tomed to the profitable and conveni- 
ent use of electric power, he is ready 
to take some of the dividends and 
spend them for comfort appliances to 
lighten the labor. of the house and to 
improve living conditions. Out-of- 
time presentation of the electrical 
sales story may even alienate the pros- 
pect and keep him off the lines for 
vears. 

Too manv people have the idea that 
the farmer is down by the mail box 
with outstretched arms waiting for the 
power line to come by, according to 

(Continued on page 86) 
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WE BEGAN 1HIS SERIES by denying 
the full truth of the shopworn obser 
vation that “Salesmen are Born—Not 
Made.” There’s another frequently- 
heard merchandising expression, how 
ever, thats all truth: “Sales Don’t 
Just Happen—They’re Built.” 

Every sales starts with a necd. 

Advertising may have planted the 
need. Or the neighbors of your pros- 
pective customer may have planted it 
Or some circumstance in the life of 
your customer may have planted it— 
(for example, the arrival of a_ baby 
may suggest a need for a refrigerator 
to protect the baby’s milk). Or you 
may plant the seed of the need. 

At any rate, you can’t be entirely 
sympathetic with a customer until you 
know something about her needs. 

I'he need may be active or dor- 
mant—alive or sleeping. The cus- 
tomer, herself, may not know why she 
wants a new range or refrigerator or 
freezer or water heater—except in a 
vague, general sort of way. 

The more definite and clear the 
salesman can make her feel her need 
to be, the surer he is of a sale. 

Sometimes people like to have exact 
words put into their minds to help 
them crystallize their vague desires. 
Then they can move with more assur- 
ance—-that is, “excuse themselves” 
for buving. 
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Part 2-Basic Steps 
In Selling 


A customer with an active need us- 
ually gets in touch with a retail out 
let. A person with a dormant need 
must be hunted up and made aware 
of her need. 

Most experienced salesmen agree 
that there are five basic reasons why 
people buy. It is a pretty sound list 
of peoples’ motives for wanting things: 


(1) Pride of possession 
2) Protection 

3) Economy 

+) Utility 

= 


Pleasure 


The numbers, of course, mean no- 
thing. One customer may be itch- 
ing with Nos. 4 and 5. Another may 
be burning up with No. 3. Some 
may have all 5 reasons; some only 1 
and 2. 

As a rule, they won’t declare it in 


By C. J. Coward 


Director of Advertising and 

Sales Promotion for Kel- 

vinator Division of Nash- 
Kelvinator Corp. 


so many words. But they’ll say som 
thing to give clues to a good salesma 

The psychologists say that ‘“‘prid 
of possession” influences purchas 
more than any other motive. 

Call it vanity or ambition, or d 
sire, for admiration, or what Vebl« 
called “conspicuous consumption.” 

One person likes to have “nic 
things” because they satisfy a sen 
of achievement. ‘This person h 
been a success, and nice, new poss¢ 
sions are a symbol of accomplishment 

Other people may like “to keep u 
with the Joneses.” This is sometim 
1 very good and laudable thing to d 
“Up” is a good place for people 
be. 

One catches the “pride of poss¢ 
sion” motive in a prospect when s! 
says something about her neighbo1 
new electric range or refrigerator, or 
bout the new home or kitchen sh 
herself, is planning. 

When the salesman does sense th 
motive, he should feed it by talkii 
of the distinctive beauty, the fin 
reputation, the class, the dependab 
ity of the appliance he is selling. N 
one could possibly own a better refri 
erator ... There isn’t a more mode: 
electric range on the market .. . Th 
radio-phonograph will never let h¢ 
down in the presence if guests. 

The safety or security yen is anoth 
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powerful buying motive. 
‘rotection of health, protection of 
d ones, protection of property— 
ire potent purchase passions. 
ople buy refrigerators fundamen- 
to keep food from spoiling. ‘They 
buy electric ranges to avoid flame 
rer, Or combustion danger—espe 
ial y if there are young children in 
© family. 
Watching for Clues 


the salesman senses this motive 
me such remark as “Several times 
food has seemed a little ‘off’ in 
old refrigerator,” or “I worry 
1 the children are playing in the 
ien, with our old stove,” or when 
speak of the time they left ‘the 
water heater running,’—then it’s 
ue to mention such things as: 

The engineering of the refrigera 
ie’s selling, which insures proper 
crature to keep foods from spoil 


lhe elimination of flame haz 
in the electric range he is selling. 
en if your youngsters happened 
turn on a switch, all that would 
en would be the waste of a little 
ensive elettricity.””)—or other 
drive home the protection or 
angles of his product. 
he can show a prospect how an 
ince will pay for itself or help 
ir itself, he has helped her justify 
she may have been thinking of 
“extravagance.” 
tunately, it is true that many 
m appliances pay their own way 
ce substantial savings. The 
of these things may seem high 
st in comparison with the cost 
l-fashioned, horse-and-buggy ap- 
es, and it always helps the sale 
ll attention to the ‘“Jeng-pull” 
my of the newer thing 
businesses often replace machi- 
nd equipment still in good con- 
with newer equipment, which 
gh improvement in design, will 
long-pull save money and af. 
profit. 
isewives, too, can often wisely 
money to save money. A home 
r all, a plant, a factory for con- 
it, efficient living. 
example, cost of electricity to 
e a refrigerator is much less 
cost of ice for an icebox. And 
ion of food waste must be 
d, as well as savings through 
‘ purchase of foods. 
1 prospect shows an interest in 
onomy by mentioning the great 
int of ice used in her old icebox, 
oilage of food, the salesman 
| press his economy story for 
is worth. 
nost anybody will respond to 
ggestion that the purchase of an 
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appliance is good business in the 
home, and it will bolster his or het 
more emotional impulses to buy. 

What a thing will do is always bet- 
ter sales talk than what the thing is. 

Visualize the new and more varied 
and improved services an appliance 
will give, and you have made a living, 
vital thing of it. 

Again, take clectric refrigerators as 
an example. ‘lhe first ones were great 
improvements over the old iccboxes 
Phe new ones are great improvements 
over the fir:t ones, with many ad 
vanced ideas such as new shiclf ar- 
rangements which will take taller bot- 
iles and bulkier items; with the pro 
vision foi frozen 
foods, high-humidits space, 
ete. 

If a prospect mentions her desire 
for greater storage space for her grow- 


storage of morc 


storage 


ing family, or her desire for a ‘‘well- 
cooker” or for more hot water at all 
times, she is a “utility thinker,” and 
the salesman should emphasize the 
utility angles of the product he is sell- 
ing. 

A lot of new things are worth buy- 
ing just for fun. 

Phey're worth buying because they 
increase the comfort and pleasure of 
living. Pleasure is pleasure, and na 
turally people will spend for pleasure. 

Day coaches and Pullmans are part 
of the same train, yet many pcople are 
willing to pay a premium for Pullman 
comfort and juxury. 

Folks can sit down adequately in 
iny old straight-backed chair, but 
they'll pay twenty times as much for 
in “overstuffed” easy chair which 
satisfies their motives. 

Any automatically controlled appli- 





Two prospects look at the same appliance—but with vastly different views 


as to the service and enjoyment which it will provide. 


Learning the pros- 


pect’s needs and desires is one of the basic steps in selling. 
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ance—such as an electric range or 
water heater which functions in her 
absence, or a refrigerator with its con- 
stant safe temperatures — lets the 
women out of prison, so to speak. In 
a Womans Home Companion sur- 
vey, four groups of women were ask- 
ed why they liked modern appliances 
and from 42 per cent to 68 per cent 
gave the “saves time” answer. 

If a prospect hints that her pres- 
ent home equipment is a nuisance, 
or is inconvenient, or takes too much 








time, she is open to “saves time” or 
other pleasure arguments for buying. 
It always pays to “walk down the 
strect’” with people vou are trying to 
sell. If the salesman can learn what 
they are thinking, then he should 
think and talk in that direction. 
But it also pays to fish around, for 
people usually do not reveal their real 
motives at first. They may indicate Not the least important basie step in selling is the end result—closing 
that they are interested mostly in sale. And it’s a four-part job for the salesman must induce his prospe: 
economy when thcir real motive is to pay the price, buy now, buy at his store, and buy from him. 


own a bigger and better refrigerator 
or radio-phonograph than the*r next 
door-neighbors. When the salesman The ideal or typical successful sales 2. Stimulating inter« 
can detect their real motive, that is routine consists of four simple steps— ing needs ) 
sales 1. Getting attention (favorable, of 3. Creating desire 
how product fills needs ) 
4+. Getting action (nailing thé 
er—getting a favorable decision 
the cost of the product and t 
now from the salesman 
Kelvinaton ; , ; Throughout this process the 
; man is fishing for the prospect’s 
tives for buying and figuring wa‘ 
strengthen and amplify these mo 

The four steps outlined abov 
not as pat as they sound. They 
hold true if every prospect bel 
according to Hoyle and if the 
man were a perfect selling mach 

But people are people and the: 
have in different ways—and th 
one thing that keeps selling int 
ing. 

Quite often, of course, it isn’t 
cessary that all the above steps b: 
en in any one sale. 

The prospect may come int 
store already intending to look in 
product—so the salesman may 
to do little to nab her attention « 
her interest. She may have th 
sire for it, and need only to be so 
paying the price and buying 
from his store. 

In the average sale, the steps n 
and melt together, so the sale 
can’t say he is now doing No. 1, 
No. 2, and so on. But it pa‘ 
know the four steps of the “perf 
complete sale and have them in n 

“Getting attention” doesn’t 
that the salesman must turn 


‘ ‘ me eer . ; ; wheels. I ans he should get 
Learning the prospect’s motive in buying is another basic step in selling. “4 Fagg “ 5 +g 
The customer will seldom declare it in so many words, but a good salesman on the rig ut oot—tavorably—« 
will watch for the clues that disclose the prospect’s motives. (Continued on page 83) 


his signal to concentrate on 
points which <atisfv that motive course ) 
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and 
in a corner of the company’s spacious showrooms. 


Competition for Salesmen 
Will Face Dealers Soon 


IREE EXPERIENCED salesmcn = in 
eport, Louisiana, are 
ive their present jobs at a signal 
R. M. Hood, owner, and Chat 
Roden, sales manager, of the 
eport Refrigeration and Appli 
Company and to start selling for 
enterprising appliance merchan- 
g organization. 
iose salesmen will be the nucleus 
force of perhaps no less than 
men, perhaps more, and they arc 
to leave their present work be 
they have a guarantee of a min 
1 income of $300 a month selling 
e Shreveport Refrigeration and 
ince Company. 
iantee of such incomes for 
nen is onc means by which the 
xpects to contend with the com 
m expected to develop when 


prepared 


M. Hood, left, owner of the Shreveport Refrigeration 
Appliance Company, and M. O. Henderson, salesman, 


the rctrigcration market opens up. 
Roden asked if he had 
considered a local survey to determine 


Was cvel 
how extensive competition would be. 

“IT know,” he replied. ‘There are 
$5 appliance dealers in Shreveport 
and Bossier City (a community across 
the river) and they handle cleven dif 
ferent makes of refrigerators. ‘That 
does not include a count of drug 
stores and jewelry and there 
ire, as might be expected, a numbe1 
of such outlets. 

“That is the reason we have adopt- 
ed the policy of guaranteeing top in- 
comes to experienced salesmen. We 
are not going to worry about all that 


stores, 


competition because we are going aft 
cr the best sales talent that is avail- 
able. We belicve that with the best 
salesmen in Shreveport, we can hold 


The 
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wall treatment and the 
the kitchen equipment 
plans to expand his sales force considerably about August. 


our own against mass competition, 
legitimate or otherwise.” 

(‘his guaranteed income for sale 
men, Roden explained, will be made 
up of a regular drawing account and 
it bonus. The bonus will be figured 
on weekly and monthly quotas and 
will be paid at the end of the year 

However, there is no inclination 
on the part of this firm to hold sal 
incomes to mentioned 
There is no limit now unde1 
cration. And the three experienced 
salesmen—two of them had _ pre-wat 
refrigeration experience — know, for 
example, that they can move into th 
higher brackets by improving thei 
technique and by branching out into 
air conditioning and commercial 1 
frigeration sales. 

“We expect the honeymoon to bx 
over by the coming August” said Rod 
en in commenting on the firm’s plan 
for getting business. 

“By then we expect to be read 
put a sales force of eight in the field 
This force will be filled in with voung 
conditioning 


the bracket 
consid 


to 


student engineers in ail 


(Continued on page 83) 


specially designed lighting show 
to good advantage. Mr. Hood 
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Creative Selling for Contraciors 





Paging Systems for Industry 


INSTALLING PAGING and intercom 
municating systems may seem to be a 
relatively simple operation until you 
start dealing with the needs and re- 
quests of prospective customers. Most 
customers are not inhibited by knowl- 
edge of existing packages of equip- 
ment, limitations of use, and other 
annoying engineering details, but the 
profits lie in satisfying the need of 
the customer. 

In that respect, Eddie Bartholo 
mew, owner of the B & W Radio and 
Electronics Company, 3104 East 9th 
street, Kansas City, Mo., has solved 
several interesting problems and en- 
hanced his reputation as a sound and 
intercommunicating engineer and con 
tractor. 

Here is a typical problem that he 
was called upon to solve. Two sep- 
irate companics operated a grain 
brokerage and elevator business in the 
same building. While they had a 
connecting directorate, each company 
was operated separately and occupied 
a separate section of the building. The 
heads of the companies often needed 
to converse privately with cach other, 
and each head of each company often 
needed to converse privately with key 
executives his own organization. 

Lack of privacy is a feature that is 
common with all types of intercom 
municating systems, but this will illu 
strate that they can be designed pro- 
fitably for both private and_ public 
operation, 


I'he installation as accepted and in 
stalled consisted of two master units, 
one each installed in the office of the 
head of cach company. Seven sub- 
ordinate or staff stations were install- 
ed in the pzoper offices. Staff stations 
can only talk to master station when 
the master key is set in proper posi- 
tion, thus they cannot listen in on 
any master conversation. Master sta- 
tion can talk directly to master station 
at will. 

When the manager desires to talk 
with one of his executives, he sets the 
proper switch and calls him by nam«c 
which comes out through the loud- 
speaker in the staff sct. ‘The staff set 
can’t answer through the loud speak- 
er and this defintiely nips any loud- 
speaker talking of business. In order 
to answer, the staff station must raise 

I'rench phone which cuts off loud- 
speaker, and makes the rest of the 
conversation similar to ordinary tele- 
phone extension service. During this 
conversation, if it is desired to bring 
in other executives, the manager at 


whed SATE LEE 


the master set can set the switch an 
call the other man, who answers in 
similar manner. Ihe manager cat 
discuss a mattcr with all seven, the 
climinate one or more, and final] 
close his conversation with one pce 
son, all controlled through his ow 
master set. 

[his method makes it possible t 
adapt intercommunicating systems t 
the use of firms where they have pric 
and administrational details that ma 
involve a few kev men in the fin 
but where they do not wish to broac 
cast such information. 

For instance in the various negoti 
tions connected with the buving an 
sclling of grain and other commod 
tics, a loudspeaker system which start 
talking in a key man’s office may | 
broadcasting advance informati 
which is desirable keep from tl 
cars of others who might be in th 
office. 

Onc of the fine features of this 
tem is that the manager of cach con 
pany has absolute control of all of tl 


Photographed at the left are working 
models of a special type of intercom- 
munication equipment designed to 
meet specific needs of a certain cus- 
tomer. The customer had been told 
that such a system was not available. 
Eddie Bartholomew, owner of B and 
W Radio and Electronics Co., closed 
the sale for the complete system with 
an actual demonstration of his models. 
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ioe of the master and seven staff sta- 
tons. The staff stations cannot ori- 
sate a call. Only the master can do 
it and the master can also turn on 
d off at will any of the staff sta- 
ns. It is easy to see where such a 
tem could result in much saving 
time and steps to say nothing of 
way it would expedite the con- 
t of the business. 
In actual use for the past eight 
nths, the owners of the system 
ve high praise for it, as it allows 
ir executive manager to keep in 
istant touch with every detail of a 
hly complex business without leav- 
his chair or going through the 
ular telephone switchboard which 
ilready loaded down with local 
long distance calls. 
rom the engineering and installa- 
1, as well as sales viewpoint, Mr. 
tholomew said, the company had 
n told they could not get such a 
em. 
Mr. Bartholomew’s organization 
le up an engineering diagram and 
yutline of what their system would 
and made a bid on the installa- 
1, but the grain company had been 
) thoroughly sold on the idea that it 
ldn’t be done, that they didn’t be- 
e it when they saw it. By making 
1 master set and one staff. set at a 
t of about $200 and demonstrating 
n, Mr. Bartholomew was able to 
the complete installation. 
rue, according to Mr. Bartholo- 
vy, the job didn’t exist as a part of 
manufactured system of packaged 
It was a job that had to be 


red out to do the desired work. Wherever possible, standard components are used in selling and installing 
id then, they have had many calls paging and intercommunication systems. An engineering department is 
1 similar system. maintained, however, to design the special type of jobs which come along 
"he most profitable and _ interest- from time to time. Here, Eddie Bartholomew, owner of the company, and 
an assistant engineer, look over the plans for a special system. 


bracket in sound work, according 
Mr. Bartholomew, is the job which Not neglecting any profit opportunities, the B and W Company is using its 
iore difficult to install rather than location and traffie to advantage by providing a record sales counter. 
one which only requires taking 

n the requisite number of pieces 

n the shelf and hooking them up. 
'andling the difficult jobs has led 

lemand for many other interesting 

ces. For instance, they have been 

ed on to design and install elec- 

tic burglar alarms. This alarm 

ists of a closed circuit using radie 

s so arranged that any near ob- 

in forbidden territory will cause 

tube to oscillate. The resultant 

al is amplified and_ broadcast 

sugh a loudspeaker and is a very 

ient apparatus that can be install- 

it low cost. 

\nother interesting phase of the 

ness is the manufacture of score 

rds and electrically operated serv- 

boards for service garages. These 

illing devices are in their infancy 

help to expedite service work by 

(Continued on page 82) 
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Community Improvement Plan 
Building Future Sales 


Cur ELecrricaL industry's newest 


»xrogram, “Go All-Electric—the Mod- 


erm way,” directed toward the coun- 

great rural and small-town mai 
ceptance in ‘Ten 
Nashville, Knox 


chambers of 


, will find ready ac 
ee, where th 
ville, and Chattanooga 
commerce have conducted community 
mprovement contests which have 
made the rural and small-town popu 
lation especial conscious of the com 
fort and convenience, as well as the 
profit possibilities of electrical farm 

und home equipment 

Dealers in this area are especially 
enthusiastic over the results of the 
contests in terms of future sales 

“Some dav our lists of 200 or more 
people wanting refrigerators and elec- 
tric ranges will be only a happy mem 
O1 Phen ll 
the assistance of community improv 


begin to appreciat 

ment contests in hiking our sales of 
ippliances.”’ 

Chat was R Willams talking 

\s office manager of the 

& Power Company 

it Springfield, 


l‘ennessec 
ippliance 
l'ennessee, his 
main concern is distributing the few 
major appliances received every month 
in an equitable manner. 
His records show that since Novem 
ber, 1945, the store has delivered a 
total of 108 refrigerators, with about 
half going to farm customers. About 
i third of the ranges sold by this 
Springfield store have gone into rural 


home 


fo customers 


Building Future Sales 
But Mr. Williams is looking toward 
1948 and 1949 when the situation 
When he and his 


customers 1n 


will be reversed 
alesmen must seck out 
them, when even 
possible device for ippliances 
welcomed with open arms. 
improve 


tead of dodging 
selling 
will be 
Chat’s why the community 
ment contests sponsored by the cham- 
bers of commerce in Nashville, Knox- 
ville, and Chattanooga and the Plant 
to-Prosper campaign of a Memphis 
daily newspaper (The Commercial 
Appeal) are regarded by ‘Tennessee 
dealers as a sure-fire way of helping 
them to sell all kinds of clectrical ap- 
pliances. 

In complete agreement with Mr. 
Williams is rank Trimble, president 
of the Tennessee Light and Power 
Company. 

“T think these contests will stimu- 
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late our sales when 
coming through in greater numbers,” 
he remarked. “Any method that helps 
pride among 


appliances arc 


to create community 
rural people is bound to have a very 
healthy effect on sales of stoves, retrig 
crators, lamps, and hot water heaters 
Further down E &. &. 
Iiwton, of the Springfield Battery & 
Storage expressed himself 
in a similar fashion. His firm handles 


i large and complete line of appliances 


the stree 


Company 


including deep-freeze units, refrigera 
tors, radios, and kindred articles 
“Naturally,” he remarked, “‘it’s vers 
doubtful if the 1945 and 1946 com 
improvement contests had a 
effect 
during those vears. But when I think 
of 1948, 1949, and 1950, then I’m 
confident we'll get a lot of busines 


from farm people as a direct result of 


munity 


very perceptible on our sale 


these contests.” 

Springfield is the county seat of 
Robertson County in Middle Tennes 
sec. Noted as a tobacco marketing 
center of the “Black Patch,” a section 
where dark-fired tobacco is a major 
cash crop, Springfield the trading 
center for dozens of farm families in 
the Barren Plains community. This 
was the community that won the $1 
000 cash award in the 1946 commun 
ity improvement sponsored bv the 
Farmers Club of the Nashville Cham 
bcr- of Commerce 

“Tf all our Robertson County com 
munities worked as hard as those in 
Barren Plains and Cedar Hill (third 
place winner in 1945), it would be 
hard to find a better county anywhere 
n the South,” Mr. Ewton comment 
cd. “Naturally, it would be 
benefit to our volume of sales, too.” 

Like all Springfield merchants, Mr 
Iwton spoke in glowing terms about 
the teamwork shown by the Barren 
Plains farm families. Under the lead 
ership of Joel V. Bell, of Belle Mead 
Farm, these farmers worked like bea 
vers to make their community a more 
desirable place in which to live and 
to rear their familics. ‘Thev enlisted 
in the Nashville Chamber of Com 
merce contest and then sect their eves 
on the goal—first place and a $1,000 
check. 

“They decided what they were go 
ing to do—and then thev went after 
it,’ Mr. Ewton said. “It’s hard to 
beat that kind of spirit.” 

To win first place in the Robert 


on County contest, the Barren P| 
farmers made a large number of 
provements. ‘hey planted soil-; 
tecting cover crops to cut down w 
erosion of precious topsoil. 1 
painted their homes and farm b 
ings. ‘They bought new furnitur 

clectrical appliances. New roofs 

hog-tight fences were standard 

provements. A number of homes 

insulated. When the 
was over, Barren Plains sparkled 
fresh paint, its fields were grec 
winter, electrical 
home and farm work easier and 
convenient, and_ insulated h 
made life more pleasant. In add 


a community club house had 


+ ; 
COnTCS! 


appliances 


sreatly improved. 
The Prize Winner 
As a result of these improvem 
Barren Plains not only captured 
cael 


Well 


place in the county but 
to doe out commu 


t edge winning 
from all over the Middle ‘Tem 
trade area. 
It was a big event whe 

tives of all the first pl 

ich county in Mid 
gathered in the historic dining 
f the Maxwell House in 


£ r + 


1 
for the presentation of 


ACC 


ion mounted as minot 
ing from $25 to $750, were giv 
Phen when 


walked forward to the 
table to accept the generous 


Bel 


each community. 


wward, pandemonium really 


loose. So keen 1S the 
every community pledged its 
make a better showing in 1947 tl 
had the previous year. 

“We did some hard work 
with having lots of fun,’ comm 
Mr. Bell, chairman of the 
Plains Community Club 
worth every minute of our time 
if we had not won a single cei 


mt } 
mcerest 


cash award.” 

Small town dealers in all si 
of county seat towns of Tenn 
where the contests were held 1 
keen interest on the part of their 
customers. Every time a farm f 
added a new refrigerator or sto 
its list of possessions, it added 
able points to the community's 

“Competition was very keen d 
the course of the contest’ 1 
Dero Brown, a Cookeville merc 
“We could hear our farmer fi 
talking about the improvements 
in their communities. All of 
seemed to be trying to out do 
neighbors. I could not help bi 
impressed with the improvement 
living standards and farm appeat 
made as a result of these conte 

Cookeville is the county sea 


(Continued on page 81) 
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Southwestern Lighting Conference | 


Revived after inactivity of six years, this conference has once 
more focussed attention on the common interests of con- 
tractors, wholesalers, manufacturers, and power companies. 


APYER SIX YEARS Of inactivity, the 
suthwestern Regional Conference ot 
ie Hluminating Mngineering Society 

revived in’ February in San An 
mio, ‘Texas, with outstanding nation 
and regional talent on the speaking 
ogram and a_ total attendance of 
me 200. 

This conference ran through two 
ivs tightly packed with significant 
iterial and sometimes flavored with 
endly controversy, and the question 

who-and-what-and-why is an illu 
inecr received, perhaps, 
other sub 


nating cng 
we attention than any 
Ihe first day was devoted entirel; 
the Southwestern Lighting Sales 
ynference. ‘There were 17 scheduled 
eakers, eight of whom appeared on 
i¢ IS program which occupied the 
cond dav. ‘The dates were February 
}and 21, with The Plaza Hotel as 


adquarters, and on the morning 


wa 
o W's: 


P+ 
ea" 





Revived after six years of inactivity, 
Regional Conference of the Illuminating Engineering So- 
the two-day meeting. 


ciety attracted more than 200 to 


the 22nd, which was Saturday, there 
were jot business meetings of thie 
managing boards of the chapters and 
sections in the Southwestern Region 

In opening the sales conference, 
General Chairman Harry G. Hrivnatz, 
lighting engineer, Houston Lighting 
and Power Company, Houston, ‘Tex 
as, called attention to the recent Edi- 
son centennial and said the Edison 
datc made the time of the conference 
ippropriate. 

‘The science of 
growing in complexity,” he 
nued, ‘‘and the benefits of good light 
ing are now recognized by all. We 
the profession must enlarge our 
knowledge, for the more :nformation 
we possess, the more able we will 
to close our sales with buyers, who 
must depend on us. We need a prac 
tical knowledge of lighting and sales 
manship of lighting.” 

R. F. Scott, assistant to the division 


illumination is 
conti 


hag 


oa 


the Southwestern 
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manager, Southwestern Gas and Elec 
tric Company, Shreveport, Louisiana, 
then took lis place as chairman of the 
morming session and enlarged on the 
previous remarks concerning Edison. 

“The fact that stands out in my 
mind about Edison,” he said, “is not 
that he produced the first incande- 
scent light bulb, but that only in this 
country, with our free enterprise sys- 
tem, could his genius and energy blos- 
som and bear fruit.” 

He then introduced W. E. 
illuminating engineer with the Dollas 
and Light Company, Dallas, 
lexas, whose topic was “‘Sell'ng Co 
ordinated Lighting.” Pointing out 
that there had been astounding ad 
vances in the field of illumination 
since the last conference, he conti 


| olsom, 


Power 


nued: 

“Tluminating engineers have finally 
awakened to the fact that the basic 
purpose of light is to help us see; that 


Among those in attendance in addition to lighting en- 
gineers were contractors, wholesalers, and manufacturers. 
Both sales and technical aspects of lighting were discussed. 
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illumination must be based on the re- 
quirements of human vision. No 
longer can we blithely provide 10, 
20, 50, and 100 foot-candles and sa- 
tisfy every lighting need. ‘The prac 
tice of illumination has become hu 
manized. Its value is determined by 
its over-all effect on the human eye 
and the entire visual mechanism. The 
principles of Better Light-Better Sight 
have a new, broader meaning. 

“With the coming of Brightness 
Engineering, the art of illumination 
the achieve- 


may be considered as 





Hrivnatz, lighting engineer, 


Harry 
Houston Lighting and Power Com- 
pany, served as general chairman 


of the sales conference. 


ment of proper balance between qual 
ity and quantity of illumination. In 
a store, this would mean creating a 
pleasing, glowing surrounding, — but 
with accent on merchandise to make 
the most of light’s dramatizing power. 

“The need of co-ordinated effort 
among the clements of the 
clectrical industry in selling good 
lighting is obvious. Manufacturers 
of equipment and light sources must 
keep fully informed of technical ad- 
vances in order that their equipment 
will meet current demands. Whaole- 
salers, contractors, and utilities must 
work together in a co-operative spirit 
to assure adequate installations. ‘To- 
day, we find sign men making lighting 
installations of cold cathode tubing. 
If they are to achteve success, these 
installations should be made on the 
basis of lighting knowledge. 

“As we grow in lighting knowledge, 
it becomes increasingly apparent that 
if there is to be real progress in sav- 
ing eyesight and providing for better 
seeing there must be close co-ordina- 
tion of effort between architects, de- 
corators, illuminating engineers and 


varlous 
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others, since, in a larger sense, the sur- 
roundings are as important as the fix- 
tures. ‘The illuminating engineer will 
establish techniques for lighting vari- 
ous areas giving consideration to the 
knowledge of the physiologist and the 
psychologist. ‘The architect and de 
corator will adopt these techniques 
in the light of their understanding of 
structure and decorative design. The 
contractor will install the lighting 
equipment properly, and the owner 
will maintain it regularly if he is suf 
ficiently urged. 

“If any one fails in doing his part 
toward the building of conditions for 
better seeing, all will fail because 
cach feature of a successful lighting 


installation is dependent upon the 
other. Let’s all co-ordinate our ef- 
forts.” 


Chairman Scott then spoke on the 
subject, ‘“Inter-Relationships in Sell 
ing Lighting,” saying there exists what 
some refer to as an allied trade group. 
This group he defined as the con- 
tractor who installs the lighting equip- 
ment, the wholesaler who supplies it, 
the manufacturer who produces it 
and, fourth, the utility supplying the 
clectricity. 

“The object of each group is the 
same,” he continued, “to increase in- 
come through increased sales, and the 
following discussions should give each 
of us a better idea of what the other 
fellow has to contend with. 

“Our industry is not as farsighted 
as hindsight would indicate, for our 
viewpoints change. It is not a static 
industry. 

“Meetings like this will help the 
other fellow see our problems and 
help us all to be better salesmen. And, 
speaking of salesmen, don’t overlook 
the GI as a prospective salesman. 
Who else can take a bar of candy, a 
smile, and a pat on the bustle and get 
as far as the GI?” 


Contractor Viewpoint 


I.. EK. Harris, contractor represent- 
ing the Gulf Electric Company, of 
ITouston, ‘Texas, with the subject of 
“The Electrical Contractor,” said the 
contractor is definitely the weakest 
link in the chain. 

“We contractors must realize that 
we are not selling just light and fix- 
tures. Selling lighting is an expert 
business and the progress made by the 
brains of this industry keeps contrac- 
tors in business because of obsoles- 
cence. In our place, on our first fluo- 
rescent job, we had to look around for 
someone who knew something about 
lighting. 

“If we contractors will put forth 
the necessary effort to find out some- 
thing about lighting, and then take 








advantage of the brains available, we 


begin to learn something about wh 


we talk about. ‘The sooner we 
educated to our responsibility, 
‘ooner we'll make some real progres 

I'he wholesaler’s side was repres¢ 
ed by Frank X. Chassaing, vice-p1 
ident of the Southern Electric Si 
ply Company, of Houston, Texas, a 
he contended that “it takes all fo 
to complete the picture. 

“There will not be anything 
sonal in what I am about to say,’ 
announced, “for although we sho 
know about the advantages of sell 
light'ng, I think we should also kn 
about the bad practices of which 
are guilty. 

“Tt is the dutv of the wholesa 
surcly, to keep in close contact 
the manufacturer and exchange 
the benefits of their combi 
The opportunities in t 


than they h 


him 
experience. 
business 
been in 50 vears. 

“As for the contractcz, 
average contractor takes little 
in hghting fixtures, in many cases « 
not even know the name of the ov 
of the house working on; 
house owners come to us and d 
know the name of the electrical 
tractor. 

“Tt is a horrible state of affairs, 
the contractor must take more in 
est, if he wants more business. \W 
an investment of $200 he can | 
a stock of display fixtures and t 
away from the variety 


are greatel! 
well, 
inte 


he’s 


business 
chain stores. 

“Then we come to the manut 
turer. I say no wholesaler can hai 
all of the lines and get all the | 


ness, so each manufacturer sh 


lighting en 


Floyd A. Covington, 

gineer for the Public Servi 

Board of San Antonio, was geners 

chairman of the IES lighting con 
ference. 
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And let the wholesaler stick 
nationally-known brands that are 
only to the wholesaler. 

Now, the utility can be a great 
or a big pain in the neck. An 
nating engineer should not try 
ve the impression that he knows 
ibout lighting than anyone else, 
iould never specify brands and 
| never think only of his power 


membcr, there was nothing per- 
ntended. But I wouldn’t thin! 
sed the sale of lighting onc hit 
id only praise and no criticism.” 
esenting the manufacturcr’s 
view was G. C. Buchanan 
t lighting specialist of the Gen 
ctric Company, Dallas, Texas 
leclared his belief that the mos! 
nt function of anv manufac 
the design of suitable prod 
sulting from constant research. 
manufacturer should mak« 
the application engincering 
1 all his products,” he added. 
should produce suitable pub 
lending themselves to sales 
ns 
the dutv of a manufacturer 
duct market research that will 
ne when he should make 
in his products. And he 
ertainly carrv on national ad- 
not of product alone, but 
1ote lighting. so the industry 
le will benefit. 
falls upon the sales representa 
the manufacturer and_ his 
g to maintain jobber contacts 
itacts with lighting engineers, 
ngineers will have the applica 
ta on new products as soon as 
ducts are available.” 
Utility Viewpoint 
\. Ff. Warner, illum‘nating engi 
the Oklahoma Gas and Elec- 
npany, Oklahoma Citv, Okla 
poke on behalf of utilities, sav 
believed Mr. Chassaing was 
gl charging that too many utilits 
pect perfection. 
think,” he continued, “that 
b isn’t their job, it isn’t a 
g » But I also believe an engi 
justified in rccommending a 
brand if nothing clse will do. 
nufacturers sometimes an 
a new product to the public 
hat product does not get into 
m for months and even vears 
n the public comes to the util- 
wants to know whv. 
iuse the public pays its bill to 
lity, and because our light 
x and home service depart- 
have won public confidence, 
blic naturally looks to us for 
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ine his lines to one or two whole- 









Among those who participated in the conference were, left to right, Jame: 
N. Brannan, illuminating engineer, Texas Electric Service Company, Fort 
Worth, who is chairman of the Southwestern Section, IES; Ward Harrison, 


director of engineering, 


Lamp Department, 


General Electric Company, 


Cleveland: and R. F. Scott, assistant to the division manager, Southwestern 
Gas and Electric Company, Shreveport, La., who presided over one of the 


sessions. 


idvice. ‘The last two vears have pro 
duced a remarkable number of calls 
on our company for lighting advice. 


But our biggest problem—and I sus 
pect it is the biggest problem of oth 
er utilities—lies in the small town, 
and the answer to that is to educate 
the small town contractor. 

“One complaint against the manu- 
facturers is that thev have not begun 
to produce the basic types of cquip- 
ment essential to modern lighting, 
but we realize that they handi 
capped by the material shortage.” 

Bridging the gap between morning 


are 


ind afternoon sessions was the onc 
gencral luncheon, presided over by 
Hrivnatz. He introduced Ed H. Kif 


cr, general manager of the Public 
Service Board, San Antonio, who wel 
comed the conference, reviewed mu- 
nicipal ownership as operated “free of 
politics” in San Antonio and obser\ 
ed: 

“If vou ever have to go to munici 
pal ownership—and IT hope you don’t 
have to—I suggest that you give con 
sideration to the San Antonio svstem 
which is entirelv free of politics.” 

Walter G. Moore, vice-president 
and assistant general manager of the 
Dallas Power and Light Company, 
and principal speaker at the luncheon, 
had the topic, “An Executive’s View 
of Lighting Sales.” He expressed the 
opinion that lighting offers one of the 
best opportunities for utilities to 
develop more revenue. 

“We have 10,000 forgotten com- 
mercial customers using 241 kilowatt 
hours and less per month,” he pointed 
out, “and there is no commercial cus- 





tomer, regardless of type, who could 
not profitably spend more money fot 
lighting. 

“We need to pay much more at 
tention to the commercial customer 
Rut we can’t sell him except through 
personal calls, in which we show him 
how he can make more money by 
using more light. 

“Now, if our salesmen would carry 
those demon’tration kits and actually 
show what adequate lighting is, we 
could reallv sell more lighting. I don’t 
carry a kit, I carrv a portfolio. But if 
the man who should carry a kit will 
carrv and usc that kit, then some dav 
he'll be better qualified to carrv a 
portfolio.” 

Pres'ding the afternoon ses 
sion was Flovd A. Covington, illumi 
nating cnginecr for the Public Sen 
ice Board of San Antonio. He intro 
duced C. J. Blum, superintendent of 
‘ales promotion and <tatistical depart 
ment, Houston Lighting and Power 
Companv. who presided over a forum 
on “Utility. Lighting.” 


over 


The first speaker. Mr. Hrivnatz. 
had the subject, “Customer and 
Trade Contacts,” and outlined “the 
wav we do business in Houston.” 


Then there was a brief report from 
several utility representatives, in which 
each outlined his company’s method 
of operation. 

J. N. Brannan, illum‘nating engi- 
neer for the Texas Electric Service 
Company, Fort Worth, Texas, had 
the subject. “Lighting Lavouts and 
Recommendations” and_ specified 
that, for the desired result, the engi- 

(Continued on page 76) 





39 








A01—ABC-O-Matic Washer 


Manufactured by Altorfer Bros. Com 
pany, Peoria, II]. 










Crntric AGITATION is a variation, 
in both shape and movement, of the 
standard agitator, and is incorporated 
in this washer. ‘This new type agi 
tator provides horizontal action; a 
surging motion, inward and outward 
from the centcr in all directions, at 
a rate of 156 times per minute. ‘This 


B34i@)(¢:\0 





pulsating movement causes cach of 
the twelve agitator vanes and the cen- 
tral column of the agitator itself to 
form centers of action within the 
water, alternately creating pressure on 
the outward surge and suction on the 
inward surge. According to the manu 
facturer, this washer will wash as 
much as 72 pounds in 30 to 40 min 
utes. 


102—Quicklag Breaker 


\Vlanufactured by Westinghouse [lec 
tric Corporation, 306 Fourth Ave., 
Pittsburgh 30, Pa. 





I'RIPPING ACTION, Which combines 
the inverse time limit characteristics 
of Bimctal thermal action on over 
loads with the operating speed of mag 
netic trip action on short circuits, 1s 
one of the new refinements of the 
Ouicklag circuit breaker. 

Available in single or double pole, 
10 to 50 amperes, 125 to 125/250 
volts, a-c, the new breaker provides 
mother important improvement, ar 
designed “De-ion” arc chute that cli 
minates the need for a vent screen in 





Electrical South 
1020 Grant Building 
Atlanta 3, Ga. 


Please send me additional 


0 


Position or Title. 








information on the following 


New Electrical Products described in this issue: 


No.. on 


Zone. . 
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sturdily built, and casily carried abou 
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DUCT PARADE | 


aie, 





the bottom, thereby — permittin 
mounting flush to pan. 

The new breaker has the sam 
overall and mounting dimensions 


the old Quicklag. 


403—Fluorescent Desk Lamp 


Manufactured by Faries Manufactu 
ing Company, Decatur, II. 




















[HIS ADJUSTABLE fluorescent d 


lamp is called the “Glider” becai 
it casily glides into the desired p 
tion with the mere touch of the ha 
and remains in position until mov 

It is compictely adjustable, b 
vertically and horizontally, and 1 
tractively finished in electroplat 
statuary bronze and polished chr 
inm 


104—Heating and Cooling Fan 


\lanufactured by Tloward Industr 
Chicago, II]. 








Lint iN weicuT but exceptional! 






ch ) 
Cull 


49 i 


40 
Mon 


tone 















model, 


ment 


than 30 pounds of food can be “quick 


toy is lifted, the interior is automa- 
iclly lighted. 


chrome handle and trim, the new 8- 


culic foot freezer is 36 inches high, 
49 inches wide, and 31% inches deep. 


4(¢6—Lightweight Window Fan 


M. nufactured 


tore baked enamel, this light-weight 


this unit is designed with a cone- 
haped deflector that scientifically 
wgles the heated or cooled air from 
the fan providing maximum effec- 
tive distribution in the room. The 
fan measures 10 inches in height by 
\( inches in diameter. 

\ toggle switch conveniently lo- 
aed on the base controls the opera- 
tin of the 6-blade fan and the heat- 
inz element. Turning from left to 
richt, when the switch is on center 
sition, only the fan operates, while 
moving completely to the right turns 
» the heating element, also. 

(‘he fan is finished in black crackle 

is equipped with a 6-foot flexible 

ber-covered heater cord and plug, 

| insulated with asbestos to with- 
tind long, hard service. It is power- 

by Electric Motor Corporation’s 


\o. 800 fan motor. 


& cag * 


105—Home Freezer 


\fanufactured by Hotpoint, Inc., 
0 West Taylor St., Chicago 44, 


IIL. | 
| 


| 


M Pri iasie 
J ee 


UpLitee 
— 


it of mechanical failure in this 
the newest addition to the 
pany’s line of refrigeration equip- 


| 

: | 

\ LIGHT ALARM wWalIns the user in | 
| 

| 


torage space for 80 pounds of 
makes this freezer large enough 
an average-sized family. More 
n” at a time. 

ecause the hinges are counter- 
nced, the top can be lifted and 


ys” at the angle desired. As the 


inished in Calgloss enamel, with 


* * * 


by the Lau Blower 
Company, Dayton, Ohio. 


r'REAMLINED and finished in two- 








| 
| 
| 
| 








ELECTRICAL SOUTH for APRIL, 1947 








18-inch fan is powered by a _ three- 
speed motor. It is equipped with 
special Lau-designed blades and is 
equally applicable for use in home, 
office, shop, or factory. 

The base bracket of the fan is cush- 
ion-mounted with rubber spot treads 
to eliminate noise and_ vibration. 
With two lengths of chain, the fan 
can be suspended from window frame 
at desired air-directing angle, either 
up or down. 

* xx * 


407—Garbage Eliminator 


Manufactured by Thomas W. Berger, 
Inc., Dept. ES, 6 East Fourth St., 
Cincinnati, 2, Ohio. 





UNIQUE IN ITs FIELD because of its 
speed, Sani-Way utilizes an entirely 
new principle of complete waste eli- 
mination, according to its manufac- 
turers. 

It pulverizes bones, fruit pits, vege- 
table matter, paper meat-wrappings, 
etc., thus eliminating all need for the 
inconvenient garbage can. Should 
metal objects be inadvertently drop- 
ped into the unit, it will not suffer 
any mechanical damage. The extra 
wide drain opening permits easy re- 
covery of the metal objects. 

The unit is suitable for installa- 
tion in any cast-iron, formed steel, 
vitreous enamel or stainless metal 
sink having proper size drain open- 
ing. 








408—Television Radio-Phono 


Manufactured by Stromberg - Carlson 
Company, Rochester 3, N. Y. 





Mopet ‘l'V1OP, a combination ra- 
dio-phonograph set with television re- 
ceiver, is housed in a blonde walnut 
cabinet measuring 404% inches high 
by 39 inches wide by 24 inches deep. 

Seven push-buttons with motor 
tuning are provided and may be ad- 
justed to select any seven of the thir- 
teen television channels. In addition, 
this instrument has eight push-but- 
tons for selecting programs on the 
standard broadcast and both FM 
bands. An automatic record changer 
drawer, spaces for storage of six 10- 
inch and six 12-inch record albums, 
and provision for later connection of 
the Stromberg-Carlson wire recorder 
are included among the many advan- 
ced features of this model. The pow- 
erful 12-inch electro-dynamic speak- 
er is suspended in live rubber. 

ox x aK 


409—Heavy Appliance Trailer 


Manufactured by Warmac_ Incorp- 
orated, 1059 Main Street, Buffalo 8, 
N. Y. 


"89~*229 


[gyplrtets compped 


_— 


UL & ie, 
WARMAC ~ 


O88 MAIN ST BuBEAcy 





THe CHARIOTEER, a trailer of spe- 
cial design, with high sides and ex- 
tremely low center of gravity, has 
been engineered for the exacting job 
of transporting heavy, easily-damaged 
appliances with speed, safety, and a 
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minimum of handling effort. 

The trailer is equipped with a 12- 
foot webb strap which holds tall ap- 
pliances securely in position. The 
trailer frame consists of heavy angle 
iron welded and supported by cross 
members. It is equipped with heavy 
duty 6-ply tires mounted on all-steel 
Timken-bearing wheels. 

The trailer is supplied complete 
with wall hitch, bumper clamp, safety 
chains, tail light and red safety reflec 
tor. 

* & > 


410—Chime Display Board 


Manufactured by The A. E. Ritten 
house Co., Inc., Honeove Falls, N. Y. 


THIS BOARD representative 
selection of models, reminding cus- 
tomers that there is a chime for every 
purpose, performance, and purse. Free 
chimes are given to dealers to off-set 
the charge for the board 


414—Coupling Plate 


Manufactured by 
Products Corporation, 
Commerce Building 


National Electric 
Chamber of 
Pittsburgh, Pa. 


A MECHANICAL splice, both strong 
and rigid, is secured by the use of the 
Surfaceduct Coupling Plate, a 2 x 
5% inch steel plate for bolting to- 
gether adjoining lengths of Surface- 
duct all-purpose wiring raceway. 

Cataloged as No. 1744-X,_ this 
coupling of %-inch steel plate slips 
securely into the lower beading of the 
metal raceway. Two bolts through 
the coupling plate and each length of 
adjoining duct provide further rein- 
forcement, as well as effecting perfect 
grounding. 

Included in the unit package are 
one coupling plate, four bolts and 
nuts, and a No. 1731 raceway bridge 
supplied to meet binding require- 
ments at the butt edge junction of the 
Surfaceduct lengths. 
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411—Norge Washer 

Manufactured by the Borg-Warner 

Corporation, Norge Division, 670 E. 
Woodbridge, Detroit 26, Mich. 


THE MANUFACTURER has complete- 
ly re-engineered this standard washing 
machine. A “power-leg’’ arrange- 
ment, whereby the wringer is mount- 
ed directly over one leg, is a feature 
of the washer. This prevents tipping 
over of -he machine when the wring- 
er is swung to an outside position. 

Included also in this model is a new 
anti-air lock pump for water removal 
and a new transmission. 


a a 2 
_— 7 ac frigve < 
412—Compact Refrigerator 
g 


Manufactured by Frigidaire Division 
of General Motors, 300 Taylor St., 
Dayton 1, Ohio 


AN APARTMENT HOUSE refrigerator 
of compact design which provides six 
cubic feet of food storage space in a 
cabinet of about the same dimensions 
of the conventional four-cubic 
model, is being introduced bv the 
company. 

he new 
11.6 square feet of shelf space, 
51-11/16 inches high, 24 inches wide, 
and 2634 inches deep. ‘The super 
freezer compartment is complete with 
two ice-making travs and will hold 15 
pounds of frozen food. Directly be 
low the freezer is an all aluminum 
cold-storage and defroster trav. Thx 
interior of the food compartment is 
finished in porcelain and automatic 
lighting is also included. 


° * aa 


foot 


model, which features 


is onl 


413—Heating Element Coils 


Manufactured by Servall Company, 
3572 Gratiot Avenue, Detroit 


Mich. 


Heatinc units of 350 to 1100 
watts, can be quickly and easily re 
paired by use of this coiled Chrome! 
wire. 

The wire is available in three sizes, 
19, 21, and 23 gauge and is conven 
iently cut into the required lengths 
from the spool. 

x * 


415—Safety Pole Unloader 


Manufactured by the A. B. Chance 
Company, Centralia, Mo. 


UNLOADING POLES from flat cars can 
now be done with workmen at a safe 
distance by the use of the “Safety 
Trip” Pole Unloader. 

The tripping device has a locking 
pin that prevents it from releasing 
while stakes and tie bands are remov- 
ed and a toggle arrangement holds 


the load under strain until the trip 
released by hand lines. 

In applying the equipment, ty 
safety trips are attached to emy 
stake sockets on the side of the 
opposite the unloading area and 
bles trips are thro 
over the load and attached to Th 
bleve bolts which a 
empty soc kets on the 
When the stakes are 1 
unloading side, a hand |] 
to the tripping devic« 


pin is removed and when 


7 il 
attached to these 


secured 


M ] Bs tiais 
are in the clear, th 


pulled from well bey 
the car thus alloy 


419—Wall Lamp 


Manufactured by Phil-Mar I 


Inc.. Cleveland, Ohio 


Ivy Bowr, 
Mar line of wall 


ist aluminum wit 


mip p 
made ot 
shade made of fiberglas fabric pl 


cd to fli 


it | 
Phe lamp 1 


haranc 


V pat ke¢ 


gitt 


ind shad 
and flowe1 
fused ligl 
exceptionalh 


be cleaned simpl 


ing with a damp clot 


416—Wire Lug 


Manufactured by The Thomas 
Betts Co., Inc., 36 Butler St., 
Elizabeth 1, N. J. 


DrsiGNED for stranded or 
wire, this lug is made of bronze f 
maximum strength. Double thic 


ness at the screw threads provide gre 
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tightening force. 
ith each lap threaded, squeezes the 
rew during tightening and locks it 
1 place. 
The lug is available in four sizes to 
take from No. 14 to 4/0 wire. The 
mstruction provides great ease in 
1anging to any tongue style required 
the consumer without construction 
a new body for each tongue de- 
gn. The tongue, which is serrated 
for good contact and high conductiv- 
, travels through the body thus pro- 
viding direct contact of wire to ton- 
gue. 
* * * 


23—The Claremont Mobilier 


Manufactured by Mobilite Inc., 440 
Mercer St., Jersey City 6, N. J. 


[HIS DE-LUXE UNIT, notable for its 
ntific design, has a louver bottom 
igned to permit maximum light 
put with minmmum_ interference 
ween lamps and frame. Symme- 
illy spaced, these louvers provide 
ficient cut-off shielding at all criti- 
angles from all normal visual posi- 
1S. 

[he hinged metal frame construc 
n, reinforced with a special process 
“overlapped metal,” insures max- 
im rigidity and facility for relamp 
. Cleaning, and servicing of lamps. 
[he unit is finished in glossy white 
mel or satin silver or English 
nze, and may be flush mounted, 
| in continuous runs, or suspen 


1 mounted. 
x 


4—-Electroniec Motor Control 


finufactured by Federal Electric 
»ducts Company, Newark, N. J. 


)F PARTICULAR INTEREST to ma- 
ne tool builders, builders of spe- 
machinery, and plant engineers 
h motor control problems, is this 
tronic motor control for operating 
motors from a-c power. 
Jne model is a general purpose, re- 
ing type applied to a 2 hp, 230- 
vo't d-e motor, and the second is a 
special control for an Abrasive M-3 
Surface Grinder. 


ELECTRICAL SOUTH for APRIL, 1947 


The lapped body, | 


The control has demonstrated that 
it can closely regulate motor speed to 
provide an almost flat speed torque 
curve with changes in load having 
little effect on speed. For any speed 
setting, performance is _ practically 
equal to that of a snychronous motor 
even with a suddenly applied load. 
Precise automatic current limiting 
makes it possible to preset the max- 
imum allowable armature current and 
is an important control feature. The 
electronic circuits limit the current to 
the preset value regardless of load. 

: cod * a 


43 1—Radio Display Fixture 


Manufactured by the Home Radio 
Div., Westinghouse Electric Corp., 
Sunbury, Pa. 


EFFECTIVE MASS DISPLAY Of small 
radios is provided in this leatherette 
floor display fixture. Approximately 
six feet high by five feet wide, the 
fixture is finished in white leatherette 
with rich green shelves, topped by a 
glowing lucite sign. 

Multiple outlets arranged along the 
shelves permit convenient demonstra- 
tion of the sets displayed. The new 
fixture, which can be used against a 
wall or placed back to back to form 
an island, provides space for about ten 
small radios. 


428—Adjustable Spot Unit 


Manufactured by The Spero Electric 
Corporation, 18222 Lanken Ave., 
Cleveland 19, Ohio. 


DrEsIGNATED as the Spero SU-LV-1, 
this adjustable spot unit is designed 
for use in conjunction with the LVR- 
448 fluorescent luminaire. The unit 
is mounted in the fixture in a man- 
ner to permit adjustment to any fixed 
position up to a 45°angle from the 
perpendicular, within a 360° circle. 

Unit housing follows the contour 
of the LVR fluorescent luminaire, 
and can be mounted individually be- 
tween two LVR units in continuous 
row, between LVR units mounted at 
90° angle, or at either or both ends 
of LVR unit. This adjustable spot 


unit is adaptable for installation in 
store interiors, displays, or any place 
where spotlighting of certain areas is 


desired. 


* * 
422—Radio-Television Receiver 


Manufactured by the Radio Division 
of Stewart-Warner Corp., Chicago, 
Til. 


AVAILABLE in custom-built cabinets 
of either Modern bleached walnut or 
Georgian natural walnut, the set cov- 
ers all 13 video bands and thus can be 
used anywhere in the United States 
within range of television broadcast- 
ing facilities. It affords standard AM 
radio reception as well as television 
sound on FM. 

The standard broadcast band on 
the “Videorama” brings in all AM 
stations between 540 and 1,600 kc. 
The set has a ten-inch, direct-view ca- 
thode tube. 
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APPLIANCE MERCHANDISING 


Preparing for Trade-In Deals 


A RECENT suRVEY of appliance deal- 
ers indicates that less than 1% of 
1946 refrigerator sales involved a 
trade-in although nearly a quarter of 
all refrigerator sales in prewar days in- 
volved trade-ins. Merchandising au- 
thorities expect this condition to re- 
vert to the prewar average as soon as 
new equipment becomes plentiful, 
because many home appliances have 
reached an age long past that at which 
owners would ordinarily turn them 
in on newer, improved models. 

Already trade-in advertising offering 
liberal allowances on old appliances 
has reappeared in some cities—mostly 
on vacuum cleaners and radios. Alert 
dealers are beginning to give some 
attention to this phase of merchandis- 
ing that has been missing during the 
wartime period. 


Practical Trade-In Plan 


What to do about trade-ins is a 
problem that Bob Moore, manager of 
the Arcade Gift Shop, Fort Smith, 
Arkansas, has already worked out to 
his complete satisfaction. His solu- 
tion is converting trade-ins into pro- 
fits as well as good will. 

The plan revolves around an un- 
usually well-equipped service depart- 
ment for reconditioning trade-ins, in- 
cluding paint spraying when neces 
sary, a Bargain Basement for selling 
the renovated units, and a sales or- 
ganization that keeps used applicances 
moving in and out. 

Trade-ins will not pay, says Man- 
ager Moore, unless the appliance deal- 
er recognizes the fact that they must 
be made permanently into an _ inte- 
gral part of promotional plans. That 
necessitates making ready for them 
with an excellent service department. 

Said Mr. Moore, “If the dealer 
cannot recondition trade-ins to come 
under a 90-day guarantee of satisfac- 
tion, he should not deal in them at 
all. And he should leave them alone 
if he cannot keep them moving out 
as fast as they come in. He should 
also leave them alone if he cannot 
take sufficient units in regularly to 
warrant promotion.” 

The service department at The Ar- 
cade is prepared to recondition refrig- 
erators, washing machines, radios, va- 
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cuum cleaners, and small appliances. 

When a unit comes in, it is given 
a thorough inspection, cleaned, and 
reconditioned with necessary new 
parts. More refrigerators than any 
other appliances are handled here, 
some of them many years old. When 
the service men start working on a 
refrigcrator, their objective is to re- 
store and conserve unused years of 
service, no matter how old the unit 
may be. horough reconditioning 
calls for new gaskets, hinges, door 
catches, cleaning, oiling, and often 
respraying. A separate paint depart- 
ment does this job, and does it well. 

When the reconditioned refrigera- 
tor is placed upon the floor for sale, 
it looks good and carries a 90-day 
guarantee. 

Often the reconditioned unit never 
reaches the sales floor, because it is 
sold before it leaves the workshop. 
The Arcade maintains a waiting list 
of customers cager for reconditioned 
units. Boarding houses, restaurants, 
and people living in rented houses or 
in light housekeeping rooms are excel- 





lent prospects for reconditioned aj] 


pliances. 

These prospects sometimes are p¢ 
ple who know about the Bargai 
Basement and its continuous streai 
of reconditioned units. Or they a 
attracted by the classified advertis 
ments in the daily newspapers. Mo 
of them are found by the outsi 
salesmen or by the floor salesmen, 
of whom are urged to hand in t 
names of four or five prospects evé 
day. 

Writing four or five prospects a d 
sounds like good old prewar salesma 
ship that some appliance deal 
might regard as useless effort no 
Bob Moore can maintain the syst 
because of his trade-in 
keeps those used units moving int 
the store, to emerge from the sery 
department as highly desirable m 
chandise with a good profit. 

When Mr. Moore was interview 
by this correspondent, he had so 
for the fiscal year, 135 new Frig 
aires. Every one of these custom 
had been encouraged to offer a tra 


1 


] +} 
] Ct | 
po iC l 


] 





A “Bargain Basement” in which reconditioned household appliances are 
displayed is a feature of the successful trade-in program developed by the 


Areade Gift Shop, of Fort Smith, Arkansas. 


Manager Bob Moore is shown 


here explaining the service policy that puts new life in old equipment. 
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National Trend to 
Larger Refrigerators 


Ir THE HOME refrigerator is a yard- 
stick, the average family’s appetite has 
doubled in the last 10 years. 

New refrigerators for 1947, ac- 
cording to the Refrigeration Equip- 
ment Manufacturers Association, will 
hold an average of 8 cubic feet of 
foodstuffs compared to 7 cubic feet 
for models produced just before the 
war, and 4 cubic feet for popular 
models of a decade ago 

Vhis year’s increase is accounted 

: for largely by frozen food storage com 
partments included in most models, 
but new designs and interior arrange 
ments increase the capacity for stor 
ing perishables as well, the manufac 
turers say. On the average this year, 
an 8-cubic foot refrigerator has from 
15 to 17% square feet of shelf space 
and about one cubic foot for frozen 


\lthough the Arcade Gift Shop has developed a successful business in trade- 

ins, it does not neglect the sale of new equipment. It operates one of the 

most attractive stores in the city. This is one of its window displays in which 
a complete all-electric kitchen is featured. 


Sometimes the trade-in was not 
igerator, but a radio, a washing 
ine, or a range. All of these 
inces are “grist. for the mill.” 
passing through the service de- 
ent, they become merchandise 
ills that Bargain Basement and 
s plenty of traffic for the beau 
ore. 
Arcade Gift Shop has been 
major appliances for eight 
Seven carloads of refrigerators 
sold in 1941. The time will 
insists Bob Moore, when new 
indise again will move out by 
load. At the same time, trade 
ll circulate through the store 
Trade-ins have always made 
for the Arcade. They helped 
those seven carloads of refrig 
in 1941. The Arcade is able 
r a liberal credit for a trade-in 
the unit is valuable and car 
yrofit in its own right. 
its merchandising relating 
units the Arcade promotes its 
trade-in allowance. People ar 
o feel that they will get more 
money by dealing with the 


demand for reconditioned 
s is going to be permanent, 
> Mr. Moore. And it is going 
inue to pay the dealer who is 
d to do the work, display the 
tioned units properly, and sel 
ggressively. 
nditioned appliances should 
layed in a separate depart 
Mr. Moore says, because the 
hrough direct comparison with 
ig new units. A customer in 
idsome new-appliance section 
for a bargain or for immediate 
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delivery on a unit sees the big arrow 
labeled Bargain Basement that points 
to the elevator. Nearly always that 
customer can go downstairs and find 
a suitable appliance already on the 
floor. But if what she wants is not 
available immediately, her name goes 
on the waiting list. The service de 
partment will soon turn out an ac 
ceptable unit. This is certain, because 
of that continuous stream of trade-ins 
going through the store. 

The excellent service department 
it The Arcade makes customers ser 
ice-minded. They are interested in 
the vital parts of even the new ap 
pliances they buy. Accordingly, Man 
ager Moore promotes the mechanical 
excellence of the merchandise he sells. 
A cut-away model of the range, a dis- 
play of the refrigerator motor—these 
help to clinch many a sale. 

The Arcade carries its own paper. 
A good trade-in or a down pavment 
of one-third starts the sales ball roll- 
ing. The customer comes in to make 
payments, and a floor salesman does 
the rest. To a likely prospect, he will 
remark. ‘We have a mighty good 
looking reconditioned washer down 
stairs today.”’ Bait l‘ke that is tempt 
ing. It keeps practically all custom 
ers on the permanent list. And be 
cause nearly all of these customers 
making payments for new merchan 
dise own some appliance they would 
like to trade-in, the system helps to 
keep used merchandise moving into 
the store. 

In spite of that large volume of 
used merchandise that goes in »nd out 
of the store, The Arcade Gift Shop 
is one of the most beautiful stores in 
this section. 


food storage. 

Clarifying a subject that is con 
fusing to many buyers, REMA spokes 
men also explained the cubic-foot 
method of computing the size of 
home frozen food cabinets now ap 
pearing on the market in increasing 
volume. In the average equipment, 
one cubic foot of storage space in a 
frozen food unit stores from 30 to 40 
pounds of frozen food. A usual com 
putation is approximately 35 pounds 
for most meats and approximately 30 
pounds for more bulky foods. This 
method, of course, does not apply to 
home refrigerators for perishable foods 
where many foods are stored in bottles 
and other types of containers 


Getting the Most from 
Your Window Displays 
Wiunpow pIsPLAys can be the most 


valuable advertising medium available 
to the appliance dealer when prope! 


lv handled, reports L. B. Burnctte, 
Jr, owner and manager of the two 
appliance stores that bear his name in 
Austin, Texas. 

Mr. Burnette put this idea into 
practice from the start of his business 
career. He says that he has found 
there are a few “don’ts” to be observ 
ed in preparing window displays 
“Never crowd a window. Never allow 
people to see all of your merchandise 
at one time without effort. Do not 
hurry a customer or prospective cus 
tomer.” 

This idea has proved to be a con 
stant puller for sales. He places the 
small appliances in sight, including 
one or two scarce or hard-to-get items. 
and they do the trick. He also Ins 
an unusual idea about interior group 


45 











Interior view of Burnette’s No. 1 Appliance Store, of Austin, Texas, showing 

the arrangement of display which L. B. Burnette, Jr.. owner, has found par- 

ticularly effective. The major appliances are arranged along the walls, leav- 

ing the central space open, and giving the store an appearance of spacious- 
ness. Mr. Burnette, at left, arranges his radio display. 


ing. All of the large appliances are 
arranged around the four walls of the 
store leaving the entire center of the 
room for walking space. Standing 
in the center of the room, one can see 
all of the appliances, or if he wishes 
to examine all or part of them, he 
will find a clerk ready to demonstrate, 
answer questions, and give prices and 
terms. 

In passing either one of the Bur 
nette stores, one is impres ed with the 
simplicity of the arrangements. There 


is no conglomeration of articles to 
confuse or divert the attention from 
the single group of items displayed 
For example at Burnette’s No. | 
store, one window features small tabl< 
radios—just two radios with a rich 
plain background. Window No. 2 
has two or three of the hard-to-get 
articles. Window No. 3 displays one 
vacuum cleaner and one fan. Of 
course, most of the larger appliances 
can be plainly seen over and beyond 
the windows in an alluring displav. 


Building Retail Business on 
Community Service Basis 


AN ELECTRICAL DEALERSHIP being 
built on a strict “community service” 
basis is Clayton Appliance & Servic« 
Company, Clayton, Missouri. 

On opening up this handsonx 
Cape Cod store recently, Dealer R 
FE. Campbell did a lot of missionar 
work at the outset. ‘The first thing 
I had to contend with is my location 
on a superhighway lIcading from St 
Louis into wealthy western suburbs,” 
he pointed out. “Which convinced 
me that the only practical means of 
appealing to buyers was a‘ a commun 
ity store.” 

Mr. Campbell has turned his re- 
mote location into an asset rather 
than drawback on this basis. A Buick 
dealer for 25 years, he applied his 
knowledge of neighborhood buying 
to a plan for bringing Clayton resi- 
dents to the store, instead of going 
downtown for appliances, radios, or 
service. Therefore, he visited each 
week around 35 homes in each block 
surrounding the store simply intro- 
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ducing himself, outlining the lines 
and scerv'ce to be featured. and mak- 





Attractive Cape Cod store building of Clayton Appliance and Service ‘0. 
Its business is being developed on a community basis with good resu''s. 
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ing friends. 
people by penny postcards, iny 
them to visit the handsome store 
see three lines of refrigerators, 

ing machines, and ranges, plus a 
record department, radio, and 
ice shop. 

“IT was amazed to check th 
sults,” he said. “Irom the 124 
mailed, I have received 7 custo 
all signed up for one thing or an 
From 130 person calls, I have ai 
65, likewise probably regular cu 
ers. Each knows that we gi 
same service obtainable down 
sell the same merchandise and d 
same work. They appreciate it 

One thing which Mr. Can 
points out to every caller is the 
service shop, operated by a Nav 
eran of 6% years Navy radio 
A stock of 1100 records, two 
and record listening booths tr 
rear, and a large table applianc 
tion are likewise played up. 

Early success in building up 
ronage encouraged Mr. Campl 
try a definite postcard program. 
he sent out 200 of them, all ca 
hand addressed, to this list, car 
simply a handwritten message 
about your small appliances? 
listing repair work with averag 
ges. This brought in an imm 
flood of toasters, mixers, irons 
other appliances which owner 
apparently forgotten until the « 
rived. 

“That is the way I'll condu 
business in the future,” Mr. ¢ 
bell summed up, “using lots of 
sonal notes, postcards, and direc 
to remind Clavton people that 
here, and readv to sell or servic 
thing electrical. I believe man: 
ers overlook the neighborly ang 
tirely in promotion.” 


‘Then he circularized 











By Lee 


PEOPLE are curious buyers” is an 
scription of the public’s buying 


+ 


which is well-known to mer 
and sales people in all lines 
tail business. And now that the 


market is about over and the 
is again in the driver’s seat, 
merchandisers are beginning to 
their attention once more to this 
cteristic of the buyer and plan 
their sales promotion to capi 
on it. Of course, some prod 
nd themselves more readily to 
ng displays than others, but a 
ling analysis of almost any prod 
hould reveal some points which 
be dramatically presented to a- 
the curiosity and interest of the 


xious to get under way with a vi 
sales promotional program, 
lhe Rittenhouse Company, Inc., has 
tly tested a promotional window 
idea that clicked in several 

st ng ways. 
It was acclaimed by local met 
chandising experts as “the most out 


standing window exhibit ever seen in 
th ty; 

It attracted and held a min 
imum of six persons continuously 
from 9:00 a. m. to 6:00 p. m. every 
day for the entire week. 

It attracted such large num 
bers on several occasions that side 


traffic was completely blocked. 
It prompted a five-minute ra 
dio broadcast devoted exclusively to 
: the manufacturer’s product. 
It prompted the printing of 
large newspaper advertisements 
the week of the promotion. 
were special ads devoted exclu 
to the manufacturer’s product. 
It brought a flood of requests 
other top-flight department 
eager to schedule the display 
hnically, the window provided 
pv combination of animation. 
tching sound, eye appeal, and 
ice. participation. A dramatic 
itation of a product feature was 
d by mounting chime mechan- 
n four separate glass panel box- 
hese boxes were arranged with 
priate lettering on the mount- 








“Mr. Arter is assistant sales man- 
‘® ager for the Rittenhouse Company, 
sults Bl Ine., Honeoye Falls, N. Y. 
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the promotion was extended 
throughout the store with Display 
Boards strategically placed at elevator 


e - “™ » 4 e 
Animation and Sound Used Ii landings and in the house furnishings 


department. These boards were com- 


Traffie-Stopping Display pletely wired with push buttons so 


that the public could test the sound 

a of any chime displayed. Four-colored 
Arter* brochures were distributed to cus. 
tomers from several departments in 


igs to describe the action taking this store. 
place in each. In the first panel the he sales personnel of the store was 
operating mechanism was displayed properly coached in the promotion 
immersed in water with real gold fish by means of a series of meetings prior 
swimming around. ‘The mechanism to the unveiling of the window 
was operated continuously under wat (he entire promotion and particu 
cT larly the window display which did 

I'he second panel portrayed a mini so much to stop the crowds, resulted 
ature dust storm, dust and debris be in a notable sales increase of five hun 
ing whipped up by a small electric dred per cent unit-wice and fifteen 
fan and with the mechanism continu hundred per cent sales dollar-wise 
ously operating under “dust-bowl’ over a comparable weck of the previ- 
conditions. ous year. Sales ran heavily in favor 

The third panel was packed with of the higher-priced models which is 
dry ice and icicles with an electric fan reason enough to place our faith once 
tossing snow flakes and a thermom« more in the value of planned sales 
ter mounted on the inside registering promotion to meet the challenge to 
a temperature of near zero. ‘The manufacturers in the oncoming buy. 
chime mechanism was operating con er’s market. 


tinuously under zero conditions. ee 

The fourth panel was wired with 
two glowing heater coils, visibly red New Booklet Covers All 
hot and a thermometer mounted on Farm Electrification 
the inside registering a temperature 
of 120 degrees. 

Actual models of chimes wer 
mounted inside the window and wi 
ed to push buttons on the outside of 
the glass where the public could se« 
them and hear the chimes bv means 
of loudspeakers. 


For CONTRACTORS, jobber <alesmen, 
dealers, and farmers themselves, a 
comprehensive 44-page book covering 
every step of farm electrification and 
wiring is announced by the Westing 
house Electric Corporation. 

(Continued on page 76) 


, 





This traffic stopping display combines animation, ear-catching sound, eye 

appeal, and audience participation. The entire window was devoted to 

chimes, but the real attraction was the opportunity for audience participa- 

tion. Four small glass windows (see upper left) demonstrated the fact that 

the chimes would function under conditions of excessive heat, cold, dust and 

moisture. Push buttons outside the window permitted the passersby to 
operate the chimes in the four test chambers at will. 
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Goes All-Electric for 
Plant Space Heating 

WHEN OFFICIALS of the Mountain 
City Mill Company, Chattanovga, 
I'cnnessee, put in their new plant 
heating system, they found a way to 
cut heating costs appreciably, control 
temperatures better throughout the 
plant, and make more space available 
for productive purposes. They also 
helped to prove that in areas where 
power rates are comparatively low, 
electrical space heating is coming in- 
to its own 

Company officials first experiment 
ed by heating several areas of their 
plant—a large flour mill—with Elec- 
tromode all-electric unit heaters. As 
a result of this preliminary test, the 
mill’s old heating system was removed 
and 50 unit heaters, provided with 
thermostatic control, were installed 
during the following summer. 

Mountain City Mill Company thus 
became the Tennessee area’s largest 
single user of electricity for space 
heating. The main mill has five floors, 
with insulated ceiling and tight-fitting 


windows and doors. The mill was 
heated 24 hours a day, seven days a 
week during the winter months. The 
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connected load for the mill’s 598,65( 
cubic feet is 655.5 kilowatts, with 50 
Electromode heater units ranging in 
capacity from 7.5 to 20 kilowatts. It 
was found that this load could be op 
erated for a large part of the time 
off the peak of the 900 kilowatt de- 
mand of the mills productive equip- 
ment. 

When all 
the first full heating season with these 
heaters showed an appreciable saving 
in plant heating costs. 

Thermostatic control of the heat 
ers tended to eliminate unnecessary 
operation and reduce waste, since 
each heater operates only when heat 
is required in that particular area. All 
clectrical energy is converted 100% 
into heat, distributed by means of 
fans and adjustable deflectors. No 
current is used by the heaters when 
not “on,” and there is no heat lost 
enroute to heaters since the electrical 


factors are considered, 


energy is converted to heat at the 
point where the heat is needed 
Another important cost factor con 
sidered by Mountain City Mill Com 
pany was maintenance of piping and 
fittings. This expense item was of 
course eliminated by installing the 
unit heaters, which are easily located 





This is one of 50 electrically operated unit heaters installed in the plant of 

the Mountain City Mill Company, a large flour mill in Chattanooga, Tenn. 

Ranging in size from 7.5 to 20 kilowatts, the fifty units total 655.5 kilowatts 

and represent what is said to be the largest electrical heating installation of 
its kind in the Tennessee area. 
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whicrever circuit wires can be run. 
Ihe experience of one winter 
recorded unusual uniformity of ter 


eratures throughout the plant. ‘1 
was due to the extreme flexibilit 
the system. When lowcring te 
eratures occurred 
plant, the heaters in that section 
sponded immediately and auton 
cally, bringing temperatures up 
the required level, then shutt 
themselves off. 

Complete protection against 
and explosion hazards was achic 
because of the patented enclosed 
struction of the Electromode heat 
element. There are no exposed g 
ing wires because the resistor is 
sulated and encased in a_ tub 
sheath which, in turn, is totally 
bedded in a one-piece finned al 
inum casting. Besides giving abs« 
safety, this feature tends to pro 
the life of the equipment by prev 
ing oxidation and deterioration 


anvwhere in 


Comparison of Copper 
And Aluminum Wire 


ALTHOUGH thie 
shows strong evidence of contin 
throughout 1947 and perhaps | 
according to the copper prod 
themselves, engineers and con 
tion men concerned with inst 
electrical circuits will find quick 1 
through the recent introductio1 
building wire made with alumi 
conductors. 

The National Electrical Cod¢ 
many years has recognized anc 
proved aluminum for electrical 
ductors, but until very recently 
higher current carrying capacit 
copper as compared with alum 
has militated against the gener 
of the latter for insulated wire 
cables. Now, however, the « 
cal wire manufacturers have 
this problem by taking advantas 
the increased current loadings , 
possible through the applicatio 
modern heat-resisting rubber in 
tions which can withstand | 
temperatures of operation. 


COppcel sho 


Previously, in the bulk of building 


wire, the copper conductors have | 
insulated with Type R rubber in 
tion rated at 60 degrees C. Now, 
protecting an aluminum conduct 


with Type RH _ heat-resisting insu:a- 
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Another BAR-BROOK porofit- 
maker—the WINDO-WIND 





Window Fan. Completely func- 
tional, attractive, modern. Neatly 
packaged, complete with 11’ cord 
and plug. 


EEE 
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Proven by more than a 
decade of consumer acceptance 
and guaranteed performance ! 








The ever-increasing buyer's market means that customers 
are again selecting merchandise that has established a 
reputation for dependable service. More and more, 
they’re looking for trade-marks that mean quality. 


When you sell a BAR-BROOK BREEZEBUILDER, you 
sell a dependable cooling appliance that’s backed by fif- 
teen years experience in manufacturing comfort cooling 
equipment. This established consumer acceptance makes 
BREEZEBUILDERS easy to sell at a nice profit to you. 


if you want to sell the best in attic fans, write for full 
information about the BAR-BROOK BREEZEBUILDER 
Attic Fan—the fan that can blow a lot of profit your 
way! 


BAR-BROOK FANS 


c) 


P /PREEZEBUILDER 
SN 























tion such as Performite (rated at 7> 
degrees C), there is no need to in- 
crease the conductor area since the 
higher rating of the better grade of 
insulation fully compensates for the 
lower 


capacity of 


current carrying 


aluminum (84% that of copper). 
For example, if an electrician need- 
ed a circuit to carry 55 amperes he 
would no:mally use a No. 6 copper 
wire with Type R insulation. Instead, 
he can use a No. 6 aluminum wire in- 





sulated with Type RH heat-resisting 
insulation and still carry the full cur 
rent safely. There is little or no dif 
ference in price betwecn the tw 
types since the higher cost of the bet 
(Continued on page 75) 








Maximum circuit length based on maximum rated current at 80% 


Comparison Data on Copper and Aluminum Conductors 


power factor for a 





i-volt drop. 














[ COPPER CONDUCTORS | COPPER CONDUCTORS ALUMINUM CONDUCTORS _ | 
| Type “R” 60°C. Cond. Temp. Type “RH” 75°C. Cond. Temp. 75°C. Cond. Temp. i 
| ~ Mhaxe, 7 Max. Max. | 
| Circuit Circuit Circuit | 
Length Length | Len3th ] 
| in ft. in ft. in ft. ; 
at max. at max. at max. j 
Cond. | Max. Current Max. Current Max. Current 
Size | Rated for Rated for | Rated for 
AWG | Current 1-volt Current 1-voit | Current 1-volt ‘ 
or | in Drop Factor in Drop Factor | in Drop Factor 
MCM | Amperes 3-Phase F=LI/V Amperes 3-Phase -LI/V Amperes 3-Phase F=LI/V 
6 5d 24.2 1331 65 19.4 1261 BS) 14.7 808 
4 70 29.2 2095 85 22.9 1947 70 18.1 1267 
2 95 32.3 3068 115 25.5 2932 95 20.7 1966 
1 110 33.8 3718 130 27.4 3560 110 Pad 2431 
1/0 125 35.9 4487 150 28.8 4320 25 23.8 2975 
2/0 145 37.1 3379 175 29.7 5197 145 25.1 3639 
3/0 165 38.5 6350 200 30.6 6120 165 26.6 4380 
4/0 195 38.3 7470 230 3L4 1222 195 27.0 5260 
250 215 38.0 8170 25d 31.2 7956 215 27.6 5930 
300 240 38.0 9120 285 31.1 8863 240 28.1 6740 
350 260 38.5 10,000 310 31.1 9641 260 28.8 7480 
400 280 37.8 10,600 335 30.9 10,350 280 28.9 8090 
500 320 37.1 11,900 380 30.0 11,400 320 29.0 9280 
600 35d 35.9 12,750 $20) 29.2 12,260 395 28.8 10,200 
700 385 34.8 13,400 160 28.6 13,160 385 28.6 11,000 
750 100 34.4 13,750 175 28.2 13,395 100 28.3 11,300 
800 HO 34.0 13,940 19) 27.8 13,620 410 28.5 11,680 
900 435 33.2 14,500 520 27.4 14,250 135 28 8 12'530 
1000 155 33.0 15,010 o45 27.0 14,710 455 28.9 13,150 





Kxample No, 1: 

What size of conductor should be used to carry 
130 amperes for 200 feet with a voltage dro 
of not more than 3% on a 3-phase condul 


) 
t 
t 


wired system at 220 volis A.C. using alumi 
num conductors 
KF = LI 
v 
iV Voltage drop = 6.6 Volts 
I Current 130 Amps. 
I, Length = 200 oe 
F = LI = 200 X 130 3940 
V 6.6 


Kefer to table and pick out the aluminum 
onductor size having a factor equal to or 
larger than this value. In this case a 3/C 
#3/0 cable should be used to fulfill the cir- 
cuit conditions, in spite of the 
#2/0 is large enough for the current. 
age drop is the limiting factor. 


Example No. 2: 


What voltage drop will occur if three #3/0 
single conductor aluminum wires in an tron 


Copyrighted 1947, The Okonite Co. 





Rated currents are based on the 1947 Nationa! Electrical Code, with currents for aluminum conductors teing taken as 84% of the cur- 
rent for type “RH” copper conductors and rounded off to 5 ampere values as was done by the Code authorities. 

On single phase circuits the maximum circuit length in feet at maximum current for I-volt drop is 86.5% of above values 
for single phase circuits is also 86.5°> of above values. 


nduit are used ta carry 150 amperes for 
150 feet on a 3-phase circult 
F = LI 
v 
[, 150 ft 
I 150 Amps. 
F = 4380 (from table for 3/0 alum 
inum conductor) 
4380 150 X 150 
v 
V 5.1 Volts 


Example No. 8: 


What current will 3 single conductor 750,000 
CM aluminum wires carry when installed in 
conduit so that voltage drop does not exceed 


The factor F 


11300 500 X I 


Oo» 


I 497 Amperes 


urrent is more than the maximum per 
(400 amperes) ind capacity 
limiting factor. 


The 


mis le } 
missible is th 


Example No. 4: 

For what distanee can two single conductor 
500,000 CM aluminum conductors in tron 
conduit carry 200 amperes at 110 volts, 
single phase, so that the voltage drop does 
not exceed 5% 


FF = LI 
Vv 
KF = 9280 X 86.5 SU2T 
if 110 X 5 =5.5 Volts 
100 


I = 200 Amperes 
8027 = L X 200 
5.5 
L = 220.7 Ft 








This table, based on three-phase circuits in iron conduit 
for voltages up to 600 volts, permits comparison of alumi- 
num conductor applications with conventional copper cir- 
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5% on a 440-volt 3-phase circuit 500 feet 
fact that a long % 
Volt- F = LI 
V 
L = 500 Ft. 
V = H0 X .05 = 22 Volts 
F = 11300 (from table for 750,000 
CM conductor) 
(Hazard Insulated Wire Works Divisfon) 
cuits. 


Voltage drop, conductor size, circuit length, and 
current can be calculated when any three of these factors 
are known, as shown in the four examples under the table. 
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Hoke Co ° and air- 
ers of home StOKON Te CHELL 
monutocivt yipment, select w offices- 
moving os their impressive © De Luxe 
LST HELL Model No- 3 ounted, 
mi 


Holcomb & 


Model No. 3011 
DeLuxe Louvered Luminaire 


} 
ag 
Foss 


alers, Bi r 
Wrerat-Ness Electric 
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For new offices—for remodeling—the MITCHELL Line 
offers a complete selection of Commercial Luminaires. 
Every model combines impressive appearance with the 
high-level, overall “seeing” light so necessary to efficient 
operation throughout the modern office . 


Mitchell Manufacturing Company 
2525 CLYBOURN AVENUE, CHICAGO 14, ILLINOIS 
In Canada: Mitchell Manufacturing Company, Ltd., Toronto, Canada 
Far West: Complete Modern Plant and Sales Office at Los Angeles 
Serves the Entire Pacific Coast Area 
1019 NORTH MADISON AVENUE, LOS ANGELES 27, CALIFORNIA 


Better Light 
for 
Better Business 


Makers of Commercial and Industrial Fluorescent Lighting Equipment 
Store Window 5 ay and Floodlights « Desk Lamps « Port- 
able Floor and Table ps « Bed Lamps « Ultraviolet and Infrared 
Health Lamps « Residential oe ey ... Rad-i-Air Germi- 
cidal Units (made by Tru-Air Ultraviolet Products Co., Los Angeles) 


Lights the 


Modern Office 


“Our MITCHELL Lighting has really 
boosted employee comfort . . . nothing but 
praise from everyone. . . . We can shift our 
people around anywhere without rearrang- 
ing our lighting....”’ That’s the comment of 
Holcomb & Hoke’s personnel manager who 
reports complete employee and management 
satisfaction with MITCHELL Lighting. 


When MITCHELL lights the modern office, 
employees fee/ the difference in reduced eye 
fatigue. Management sees the difference in 
improved office efficiency. And clients react 
favorably to this impressive functional light- 
ing. That’s why MITCHELL lights so many 
modern offices! 


Installations like these bring better busi- 
ness to the wholesaler. MITCHELL sales are 
clean package transactions — trouble-free 
volume business. MITCHELL installations 
are easy, smooth jobs for the contracter— 
time-saving, profitable business. 














ADEQUATE WIRING PROMOTION 


All-Eleetrie Home Program 
Progresses in Oklahoma 


INCREASED building costs have not 
reduced the demand for electrical ap- 
pliances in new homes. In fact, build- 
ers report that the average buyer and 
renter is demanding that such con- 
veniences be included as_ standard 
equipment in the houses now unde1 
construction or opened for occupancy 
since the war. 

While many _ prospective home 
owners are willing to combine dining 
space with kitchen or living room, or 
substitute a dinette for the conven 
tional dining room of pre-war days, 
most of them are willing to pay the 
extra cost of moving into im al!-elec- 


dishwasher, and other aviilabie elec 
trical equipment already ‘nstalled. 
Most builders of new homes in the 
Oklahoma City area are recognizing 
this and are installing all available ma 
jor appliances in their houses, and are 
including the cost in the financing 
plan for the home. They are backing 
up these installations with cdcqnate 
wiring, so that the time Js not likely 
to come when these homes will b 
+ 


eC 
carrving heavier electric loads than 


the wiring installations will justify. 


Wiring Bureau Active 


The most important influence 
this direction is 


in 
the Oklahoma City 
Adequate Wiring Burean which has 


set high standards and has worked 
with home builders, architects, and 
clectrical contractors to scll them in 
advance on the advantages of having 
the wiring job done right at the start, 
in order to in‘ure happier and :afez 
home living conditions. 

This bureau is an_ unofficial or- 
ganization working for certified wir- 
ing in accordance with standards set 
up in the Handbook of Residential 
Wiring Design, sponsored by the elec- 
trical industry. 

The bureau in Oklahoma Citv is 
managed by an executive committcc 
compo ed of W. A. Darden, general 
sales manager, Oklahoma Gas & Elec- 
tric Co.; Bill Damon, secretary-man- 
ager, Oklahoma Chapter, NECA; 
Walter Hunzicker, Hunzicker Bros., 
wholesale electrical equipment deal- 
ers; and R. B. Millorborg, Westing- 
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house Electric Co. Elizabeth Ann 
Huscher, of the OG & E Company, 
is secretary of the bureau. The bu 
reau co-operates with the city build- 
ing and elcctrical inspection depart- 
ments. It not only meets all thei 
requirements but sets up standards 
much highcr in some respects. It also 
co-operates with home builders, archi- 
tects, and electrical contractors by 
furnishing complete adequate wiring 
plans, instructions, and guidance. 

The Handbook of Residential Wir- 
ing Design, for single-family dwell- 
ings, is used as the basic and min 
imum requirements for all residential 
adequate wiring jobs in the Oklahoma 
City area. The first requirement in 
this booklet is compliance with safety 
regulations. Next requirement is serv- 
ice entrance cquipment of ample size, 
sufficient circuits of adequate capa 
city, and sufficient convenience and 
lighting outlets, properly placed with 
switches for convenient control. In 
each home, electrical services and en- 
trances will run to circuit breakers 
large enough to accommodate the use 
of modern home appliances. 

In the average five and six-room 


S ; 


kg i pate 


YY) 


f 









new home being constructed in Ok 


homa Citv under adequate wiri 
standards, a_ three-wire, 60-amp« 
120/240 volt service is provided. ‘T 
is double the amperage requireme 
which in the past, have been wi 
into the average five and _ six-ro 
home in the Okahoma City area. 

Six lighting and small appliance 
cuits and one double-pole, 50-ampcr 
circuit for electric range are installcd 
No. 12 wire is used in all of the 
cuits except the range circuit. ‘The 
number of circuits to be installec 
based on the number of square fc« 
of floor space in the house. The min- 
imum requirement is one 15-amper 
circuit for every 500 square feet, and 
two 20-ampere circuits for every 1500 
square feet or less of floor space 

In duplex-type homes, convenienc 
outlets are placed so that no pou 
along the floor line in any usable \ 
space, unbroken by a doorway, is mor 
than six feet from an outlet in thiat 
space. One ceiling outlet, wall switcl 
controlled, is placed in each of thc 
living, dining, kitchen, laundry, end 
bed rooms. In smaller bathroom: 
one wall-switch controlled conven 
ience outlet is placed on each side of 
the mirror. In bathrooms having an 
area of 60 square feet or more, on¢ 
wall switch-controlled ceiling outlet 
is provided. 


a 





CIRHC HOME 


ess 


empl Le wtth 
REFRIGERATOR RANGE - DISHWASHEF 
ATTIC FAN: 


This program for more than 200 adequately wired, all-electric homes is we'! 


under way. 


Early in March, 22 had aleady been completed and rented |» 


veterans. Each of these homes, whether offered for sale or rent, will includ: 


refrigerator, range, dishwasher, attic fan, and steel kitchen cabinets. 
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* Guaranteed by ~ 
ood Housekeeping 


A great new national advertis- 
ing campaign has just been 
launched in 14 of America’s 
leading consumer magazines 
and a flock of speciclized trade 
journals. For the first time 
27,000,000 Americans will see 
Vornadofan advertised in color. 
it's going to be a 
great year for 10,000 
dealers! 
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This is a typical electrical kitchen in the all-electric homes being built by 


Lyon Development Company. 


L. Lyon demonstrates the dishwasher in her kitchen. 


Some 235 such homes are planned. Mrs. L. 


Important feature of 


these homes is the adequate wiring system built into each home. 


In kitchens, in addition to the ceil- 
ing outlet, convenience outlets are 
provided for every four linear feet of 
kitchen work surface to accommodate 
kitchen appliances, clock, and kitchen 
ventilating fan. Additional local illu- 
mination is provided in kitchens at 
work areas for food preparation, cook- 
ing, serving, etc. Inside lighting of 
cabinets also is recommended. 

Approximately 500 new homes 
built in Oklahoma City during the 
past year, or under construction, are 
wired according to adequate wiring 
standards. Among Oklahoma City 
builders who have complied with these 
requirements and are constructing 
family living units with electric equip- 
ment already installed are Selected In- 
vestments Corporation, Cubine-Cum 
mings, and Lyon Development Co. 

The last mentioned firm is con- 
structing 235 all-electric homes on 
acreage in the northeastern part of 
Oklahoma City. All conform to ad- 
equate wiring standards. Each of 
these homes, whether offered for sale 
or rent, is equipped with General 
Electric refrigerator, range, dishwash- 
er, attic fan and steel cabinets. Out 
of 140 small homes being constructed 
by this firm for rental to veterans, 22 
were occupied by renters, all veterans, 
at the time this was written. 

John W. Lyon, president of Lyon 
Development Company, is a pioneer 
in the installation of electrical ap- 
pliances as a part of the equipment of 
homes he builds for sale or rent. By 
offering his homes with certified ade- 
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quate wiring to his customers he feels 
that he has eliminated all possible 
kick-backs due to lack of quality or 
quantity of wiring and has met a 
modern demand which will grow. 
Several Oklahoma City electrical 
contractors are co-operating in the 
Adequate Wiring Bureau program. A 
pioneer in this plan, and one who pro 
bably has wired more residences un 


der the program than any other one 
firm, in Oklahoma City, is M. A. 
Walker Electric Co., 3237 NW 23rd 
St. He started singlehanded and 
without capital in 1941, rewiring old 
houses for the Home Owners Corp- 
oration. 

He expanded his operations during 
the war, in spite of scarcity of mate- 
rials and hampering restrictions, until 
last year he wired 900 houses. He 
now keeps six men busy on residential 
wiring jobs, has adequate shop and 
display room space, and has taken one 
of his brothers into partnership in the 
firm. He says that by mass produc- 
tion of adequate wiring jobs he is able 
to make money on residential installa- 
tions. 


Dallas Inspector 
Supports U-L Label 


A RESIDENT of Dallas, Texas, re- 
cently was fined $25 in corporation 
court for using an electrical fence con- 
troller not approved by the Under- 
writers’ Laboratories. The device, 
apparently made by an inexperienced 
person, consisted of a step-up trans- 
former in scries with a ten watt light. 
[It had been used for some time, but 
was not reported until after it had 
killed a bird dog and shocked the 
trainer. 

The secondary voltage of the dc 
vice was tested by M. D. Darrah, 
chief electrical inspector for the muni 

(Continued on page 75) 





MORE LIGHT IN THE KITCHEN—Recognition of the kitchen as a work- 
ing and production center has produced a trend among leading architects 


and builders to provide more and better light in the kitchen. 


Fluorescent 


fixtures, like the glass enclosed fixtures shown here, meet the need for high 


intensity, shadowless light in the kitchen. 


(Photo courtesy Leader Electric 


Mfg. Corp.) 
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SHERARDUCT—reu WEIGHT, THREADED, RIGID STEEL CONDUIT 






ng 


al 


* STAY! 


There is nothing temporary about 
SHERARDUCT! It’s about the most 
permanent thing you can buy in wiring. 
Permanent because it is Sherardized. 
This provides maximum protection This combined coating will not split or peel, will 
against fire, acids, alkalies and other not crack when the conduit is bent, offers years 
corrosive agents ... provides lifetime and years of complete protection. 

mechanical protection to wires and 
cables. 












ZINC — STEEL ALLOYS 
PURE ZINC 
SHERA— SOLUTION 














proof, clear “‘Shera-Solution,”’ baked on, for 
The SHERARDIZING process drives a added durability. Thus, outside and inside 
pure zinc coating into the steel surface surfaces, threads and ends of the conduit are 
—alloys this coating to the steel tube. all securely protected with both a zinc coating 
Then it is sealed with a special acid- and the “Shera-Solution.” 





veryrhing 1 WiTiNG POInts ‘“ 





National Electric Products Corporation 
Pittsburgh 30, Pa. 
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Catalogs, Bulletins and Technical Data 
Available to Readers of Electrical South 











109—Hanger Outlets and Floor Boxes. Bulletin No. 72 is a 
new bulletin recently issued by Frank Adam Electric Co., St. 
Louis, Mo. Various type hanger outlets and floor boxes are 
illustrated and described in the bulletin, and the list price of 
each is given. A new addition to the line of hanger outlets, 
the Clock, 1s also described in a special insert. 


_110—Quikheter. The advantages of the new built-in type elec- 
tric Quikheter are discussed in Bulletin No. 73, of the Frank 
Adam Electric Co., St. Louis, Mo. Outstanding features of 
the Quikheter, such as its beautiful chromium finish front and 
its genuine Michrome wire heating element which should 
never wear out under normal operating conditions, are de- 
scribed, and illustrations show the Quikheter brings warmth 
into every room. 


111—Electronics Digest. Recording the latest developments in 
electronics at work, the new “Electronics Digest” which includes 
arlicles on Stratovision, Mot-O-Trol, fluorescent light, electro- 
lytic tin plating, X-ray inspection, and electrostatic air cleaning 
is announced by the Westinghouse Electric Corporation, Box 
868,_ Pittsburgh, 30, Pa. The 50-page illustrated booklet, 
(B-3726}, is published quarterly. 


112—Modemization Guide. Concentrating on plans for im- 
proving the most inefficient parts of the wiring system in the 
home, General Electric Company’s Appliance & Merchandising 
a: vom 1285 Boston Ave., Bridgeport 2, Conn., announces 
a 20-page Electrical Modernization Guide. It is designed to 
overcome the conception of electrical modernization as an in- 
convenient and expensive job. Highlight of the booklet is a 
description of the add-a-circuit program for rewiring. 


_113—Airport Equipment Booklet. Typical hghting plans and 
wiring diagrams for all classes of airports are included in a new 
56-page booklet “Airport Electrical Equipment” (B-3573) an- 
nounced by the Westinghouse Electric Corporation, P. O. Box 
868, Pittsburgh 30, Pa. Designed to met CAA and Army and 
Navy standards, equipment listed and described in the booklet 
is also keyed by symbols to wiring diagrams and lighting layouts 
in the plan sections, to assist airport engineers in meeting spec- 
cific requirements for any type of airport operations. 


118—Theater Lamp Booklet. Westinghouse Lamp Division, 
Bloomfield, N. J., announces a new 32-page illustrated booklet, 
(A-4575), which gives detailed information covering the selec- 
tion, use and maintenance of lamps for all theater applica- 
tions, emphasizing particularly the new fluorescent circline and 
slimline lamps. It contains two dozen large architectural pencil 
renderings and 90 small lighting application and idea drawings. 
Six tables in the back of the book are specially designed to fit 
the needs of the theatrical industry and to aid in ordering lamps. 


120—Tachometers. The Herman H. Sticht Co., Inc., of 27 
Park Place, New York 7, New York, has recently issued con- 
densed bulletin No. 1045 showing nine different types of tach- 
ometers which can be supplied by the Sticht firm. This bulle- 
tin shows a large amount of tachometers including portable and 
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stationary types, single and multiple ranges, domestic and im 
ported Swiss tachometers. 


122—Connector Manual. Anderson Brass Works, Inc., Bir 
mingham 1, Alabama, announce their new complete manua 
“Anderson Brass Connectors,” Catalog 105, is ready for dis 
tribution. ‘The complete line of Anderson bronze electrica 
connectors is discussed in up to date and specific facts. A de 
tailed technical section—28 pages of tables, formulae, and in 
forination—make this a valuable, reliable data source for the 
electrical engineer. Dimensions and shipping weights are give: 
on all items, and the manual is cross-indexed with items groupex 
alphabetically and pictorially by sections and types. The catalo; 
1s desk-size, measuring 9 x 11 inches, and containing 184 pages 
permanently bound. 


123—Window Fan. A new catalog, “Bar-Brook Window Fans 
has been issued by the Bar-Brook Mfg. Co., Inc., 155 
Texas Ave., Shreveport, La. This catalog shows illustration 
of the Bar-Brook design to be used in offices, apartments an: 
small homes. 


124—Midget Metal Base Relays. A new bulletin, No. 104 
has been issued by the Ward Leonard Electric Co., 31 S. St 
Mt. Vernon, N. Y. This bulletin describes how midget meta 
base relays are designed for use in small radio transmitters, air 
craft control circuits and applications where space is limited. 


125—Industrial Fluorescent Fixtures. Day-Brite Lighting, Inc 
5411 Bulwer Ave., St. Louis 7, Mo., has issued Bulletin 30-/ 
which contains complete specifications for each type “Day-Line 
industrial fluorescent fixture: single units and continuous sys 
tems for two 40-, three 40-, and two 100-watt lamps; detaile 
data on installation, accessories and servicing; list prices anc 
charts for figuring footcandle intensities. 


126—Unit-Fans. A new 16-page booklet on unit - fan 
has been published by Reed Unit-Fans, Inc., 1001 St. Charle: 
Ave., New Orleans 8, La. This booklet describes the desig: 
of the Reed reversible unit-fan and how by adding various at 
tachments it serves all purposes and uses—for installation as 
window fan, attic fan, portable floor fan, and all commercia 
exhaust fan installations. 


127—Switch and Receptacle Plates. A catalogue page descril 
ing a new line of switch and receptacle plates of pure aluminun 
that can be painted over with wall paint has been issued by; 
D & M Mfg. Co., 79 W. Peachtree Place, N. W., Atlanta 
Ga. These plates are breakproof, rust-proof, and conform t 
rough walls. 


128—Fluorescent Fixtures. An 8-page catalogue has been pre 
pared by Mitchell Mfg. Co., 2525 N. Clybourn Ave., Chicag 
14, Ill. The catalogue includes a complete description of th: 
various types of commercial fluorescent luminaires for use i 
offices, stores, schools, public buildings, institutions, etc. 


129—Anti-Corrosive Paints. Literature has been publishe< 
by Subox, Inc., 348 River Rd., North Arlington, N. J., on thei: 
Subox and Subalox paints used in generating, transmission, an: 
distribution construction and maintenance. Both paints are 
based on a colloidally dispersed and amorphos pigment of sub 
oxide of lead which is so chemically active that weathering in 
creases its rust-inhibitive properties as well as its hardness. 


130—Buzzer and Push Button. The Wm. J. Murdock Co 
Chelsea, Mass., has prepared a catalogue page which shows actua 
= illustrations of their new “Tone-Right” buzzer and pus! 
uttons. 


131—Lighting Bulletin. A 4-page bulletin (2169) describing 
briefly the various fluorescent and incandescent lighting equip 
ment now being sold to the trade has been issued by Curtis 
Lighting, Inc., 6135 W. 65th St., Chicago 38, Ill. Individua 
specification sheets on various fixtures are included. 


132—Controlling Apparatus. A binder including descriptive 
bulletins and listings on electrical controlling and distributing 
apparatus such as safety switches, light and power panelboards 
switchboards, and bus duct systems has been published by 
Bull Dog Electric Products Co., Detroit 32, Mich. 


133—Tru-Heat Automatic Iron. A specification sheet whict 
completely tells the story of the new General Mills Tru-Heat 
Automatic Iron has been published by General Mills, Inc. 
Homes Appliance Dept., 1620 Central Ave., Minneapolis 13, 
Minn. ‘This sheet gives illustrations of and describes the exclu- 
= — of this iron which make ironing faster, easier, safer 
an tter. 


134—Terminal Lugs. A new bulletin, No. 8-DF, issued by 
Krueger & Hudepohl, 5 East Third St., Cincinnati 2, Ohio, 
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illustrates the larger size terminal lugs and describes folding 
double cupped washer lugs with and without insulation grip, 
with large and small screw holes for standard stranded, extra- 
flexible stranded and solid wire specifications. 


135—Hunter Ventilating Systems. A complete description of 
ventilating systems is given in the latest catalogue issued by 
jiunter Fan & Ventilating Co., 400 S. Front St., Memphis, 
fen. Illustrations and discussions on the belt driven exhaust 
jans, capacitor airspread fans, Deluxe oscillating fans, exhaust 
fans and ceiling fans are presented clearly in this catalogue. 


136—Soft Soldering. The Lenk Mfg. Co., Newton Lower 

ills 62, Mass., has recently issued a bulletin entitled, “Soft 
ldering,” which contains complete working instructions for 

home workshop soldering with ail types of Lenk solder avail- 
le to the home craftsman through various retail outlets. 


137—Gorilla Grip Connectors. “Mechanical Principles of 
rilla Grip Eijectrical Connectors” is the titie of the new 12- 
7e booklet, No. 466, published by National Electric Products 
xp., Chamber of Commerce Bldg., Pittsburgh. The booklet 
s compiled to assist engineers, jobbers, contractors and in- 
strial purchasing agents in acquiring an exact understanding 
the design and function of these connectors. 


138—Electrical Fittings. A complete line of Gedney fittings 
lich includes conduit bodies, as well as practically all fittings 
juired for rigid conduit, armored cable, non-metallic cable 
<ible conduit and EMT installations is described in a folder 
ently published by Gedney Electric Co., R. K. O. Bldg., 
dio City, New York, N. Y. 
139—Electrical Apparatus. The Trumbull Electric Mfg. Co., 
invillc, Conn., has recently issued a condensed general cata- 
“Trumbullist”, which gives complete information on electri- 
contro] apparatus. 


140—Infrared Lamps. An 8-page folder, 


sf 


‘ 


“Drying Problems 


Made Easy”, listing the advantages of the Dritherm Carbon 
Lamps 1s available from the North American Electric Lamp 
Company, 1041 Tyler St., St. Louis, Mo. This folder includes 
a complete description of how Infrared Radiant Energy with 
Nalco Dritherm Carbon Lamps provides fast, effective heat. 


141—Multiflex Brushes. The Helwig Company, 2544 North 

ith St., Milwaukee 10, Wis., has just issued catalog No. 245 

lich lists brushes by code numbers. This simplifies the order- 
of the proper brushcs. 


142—Sun Lamp Data Book. The “Answer Book”, recentiv 
lished by Sperti Inc., Cincinnati 12, Olio, answers all ques- 
s about the sun lamp. Catalog sheets are also available on 
- portable model P-100 and the S-200 pedestal-style lamp. 


Detailed folders are now available 
1 The O. A. Sutton Corporation, Wichita 2, Kansas, on 
f their models of the Vornadofan. These folders are well 
iilustrated and give a detailed description of each unit. 


144—Trilmont Electric Heater. This booklet tells the story 
he recognition won by the Trilmont- Products Company, 
idelphia, Penna., for their electric heater. This com- 
won The National Safety Award which was presented by 
is & Conger, of New York City. 

145—Chromalox Range Unit. Construction details and parts 
for the Super-Speed and Heatflo range units are shown 1 
tin CF-145, available from Edwin L. Wiegand Company, 

j Thomas Blvd., Pittsburgh 8, Pa. 


{6—Transformer Demonstration Chart. ‘This chart shows 
banked secondary transformers operate under overload or 
conditions. The chart, SA-900, is published by the West- 
use Electric Corporation, P. O. Box 868, Pittsburgh 30, Pa 


+7—Monarch Electric Ranges. Data is available from Malle 
able Iron Range Co., 4861 Lake St., Beaver Dam, Wis., on all 
types of this company’s ranges. 


143—Circulation Fans. 


2—Lighting Fixtures. Bulletin No. 10, available from The 
Spero Electric Corporation, 18222 Lanken Ave., Cleveland 19, 
Ohio, is a four-page brochure showing electrical fixtures and 
niaterials for electrical construction. 


53—Ventilators and Blowers. Performance data, dimensions, 
specifications are all included in the well illustrated bulletins. 
now available from the Schwitzer-Cummins Company, 1125 
Misssachusetts Ave., Indianapolis 7, Ind. 


154—Welding Exhausters. Bulletin No. 736 describes the 
Octopus, Jr., a portable exhaust unit, and the Octopus, a heavy 
duty unit, for applications requiring greater exhausting and blow 
ing volume. Available from the Chelsea Fan & Blower Co.. 
Irvington, N. J. 
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gives comparative data on copper and aluminum conductors. 


155—Lighting for Schools. “Recommendations for Classroom 
Lighting” is the title of this booklet which gives case studies 
of several oe ge in schools. This bulletin is avail- 
abie from The W. Wakefield Brass Company, Vermilion, 
Chio. 

156—Electrical Apparatus. This 48-page illustrated catalog 
shows electrical solderless terminal lugs, solderless service con 
ncctors, fuse clips, and many other electrical items. Published 
by Ilsco Copper Tube & Products, Inc., Cincinnati, Ohio. 


158—Attic Fans. This folder describes the Dana Deluxe 
Attic Fan and is issued by the George B. Klee Company, 
3501-27 Colerain Avenue, Cincinnati 23, Ohio. 


159—Renewable Fuses. Price list and specifications for Pierce 
uses is available from Pierce Renewable Fuses, Inc., 211-219 
Hertel Ave., Buffalo 7, N. Y 


160—Reactance Dimmers. Bulletin No. 74, issued by Ward 
Leonard Electric Co., 31 South Street, Mount Veron, N. Y., 
describes in detail the Hysterset Electronic Control for the mod- 
em stage switchboard. 


162—Junction and Mcter Equipment. A series of bulletins 
describing junction boxes, telephone cabinets, metering equip- 
ment, etc., for indoor and outdoor applications, is available 
from the Walker Electrical Company, P. O. Box 8, Station D, 
Auanta, Ga. 


163—Metal Duct Housing. The first revision in five years of 
Catalog No. 445, describing and illustrating “4-by-4 Wirewa”’ 
has been completed by National Electric Products Corp., Cham- 
ber of Commerce Bldg., Pittsburgh 19, Pa. This re-issue gives 
electrical contractors, jobbers, engineers, and purchasing agents 
complete information on metal duct for housing and protecting 
electric wires and cables. 


164—Bustribution Duct. This 23-page bulletin, No. 462, just 
issued by Bulldog Electric Products Co., Box 177, Detroit 32, 
Mich., describes in detail the Bulldog Feeder and Plug-In-Bustri- 
bution Duct for bus duct electrical distribution. The bulletin 
is profusely illustrated. ‘The many drawings included show 
dciails of the duct, the various fittings, and the hangers, as well 
as diagrams of complete systems both of the centralized and 
decentralized system. 


165—Lighting Research. The Benjamin Electric Mfg. Co, 
Des Plaines, Ill., has just published a new booklet covering the 
activities of the new Benjamin Laboratory. This booklet will 
be of special interest to all who are interested in the “behind- 
the scenes” portrayal of the research and testing which are es 
sential to high quality and performance in lighting equipment 


166—Industrial Heat Lamps. The General Electric Com 
pany, Nela Park, Cleveland, Ohio, has announced the publica- 
tion of a new industrial lamp folder. This folder, Y-689, con 
tains six pages of photographs and technical data on the indus 
trial heat lamps manufactured by the company. 


167—Ventilating Fans. A new, 48-page manual to be used 
as a guide for dealers in the selection and installation of Silent 
Breeze ventilating fans for residential, commercial, and indus- 
trial applications, has just been issued by The Holcomb & Hoke 
Mfg. Co., Inc., 1545 Van Buren St., Indianapolis 7, Ind. 


168—Electric Room Heaters. The Wesix Electric Heater Co., 
390 First St., San Francisco 5, Calif., has informative data avail 
able on their Automatic Electric Room Heaters. 


169—Materials Handling Hand Truck. A descriptive bulletin 
has just been issued by Handees Co., Dept. P, Bloomington, 
lll., giving information about the company’s line of hand trucks 
Of special interest is the Model 88R, an appliance and refrigera 
tor hand truck. This truck has a 1000-pound capacity. 


170—Lock-Tite Pressure Connectors. The Thomas & Betts 
Co., Elizabeth 1, N. J., manufacturers of electrical fittings, has 
made available an illustrated folder describing their compact 
line of solderless pressure connectors 


171—Self-Supporting Cable. A new 52-page, fully illustrated 
manual on self-supporting cable has been issued by The Okonite 
Company, Passaic, N. J. Pertinent charts, tables and diagrams 
supplement the detailed descriptive matter answering the many 
questions which arise concerning the use of this type cable. 


174—Aluminum Building Wire. Technical data on insulated 
aluminum building wire is now available in a bulletin designated 
is H-407 and available from Hazard Insulated Wire Works, 
Division of the Okonite Company, Wilkes-Barre, Pa. An insert 
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McGregor Smith Heads 
Electric Exchange 


FLormwa Power and Light Com 
pany’s dynamic young president, Mc 
Gregor Smith, has been selected to 
head the Southeastern Electric Ex 
change, an organization of southern 
electric light and power companies. 
Mr. Smith, who succeeds W. E. 
Wood, of Appalachian Electric Pow- 
er Co., as president of the Exchange, 
was elected at the closing session of 
the Exchange’s 14th annual confer 
ence, held in St. Petersburg. Florida. 
April 3-5, 1947. 

Mr. Smith, who became president 
of a light and power company whil« 
still in his thirties, was born in Cook« 
ville, Tenn., and was graduated from 
the University of Tennessee with a 
bachelor of science degree in 1921. 
In addition to this training in engi 
neering, he learned accounting bv cor 
respondence and studied law at Van 
derbilt University. 

With this versatile background, he 
began his career with Electric Bond 
and Share Company, serving as man 
ager of the South New Orleans Light 
and Traction Company. When the 
Louisiana Power and Light Company 
was organized at Algiers, he served as 
its first vice-president and_ general 
manager from 1928 to 1936, succeed- 
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UNUSUAL INTEREST IN CODE SCHOOL — More than 
150 students are enrolled in the 20-week Code School, 
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McGregor Smith 


ing to the presidency in 1936. 

After three years as president of the 
Louisiana company, Mr. Smith was 
offered the vacant post of vice-pres- 
ident and general manager of the 
Florida Power and Light Company 
at Miami. He entered into his du- 
ties with this company in 1939, at a 
time when the company was hopeless- 
ly involved in a fight with the Miami 
city government—a fight which had 
started in the early thirties. 

McGregor Smith led his company 
through months of negotiations out 





of which came an amicable scttleme: 
with the city and a period of frienc 
relations which still exists. He emer; 
ed from the negotiations as preside: 
of the Florida Power and Light Con 
pany, in the latter part of 1939, whi 
position he still holds. 

Since moving to Miami in 193 
Mr. Smith has been active in th 
community activities of the city. Di 
ing the period of 1941-46, he serve 
as chairman of the division of pow 
and fuel for the State Defense Cow 
cil, and as chairman of the utilitic 
division of the State Defense Saving 
Staff. He was a member of the R« 
gional War Manpower Commissio 
from 1943 to 1946. He has bee 
especially active in youth organiz 
tions in both the city and the state 


Electrical Inspection 
Launched in Charlotte 


ELECTRICAL CONTRACTORS of Ch: 
lotte and Mecklenburg County, met 
in Charlotte, N. C., with the new! 
appointed county electrical inspecto 
J. C. Geaslen, at the courthouse r 
cently and were told by the inspecto 
that an electrical inspection progran 
would be initiated Monday, Marc! 
17th, designed to protect the million 
of dollars in new construction now 
under wav in residential and comm<¢ 


sponsored by the Louisiana Chapter, IAEI, New Orleans. 
Instruction is given on the Electrical Code by B. Z. Segall. 
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cial property in the areas outside the 
city of Charlotte. 

Inspector Geaslen said that all elec- 
trical installations on which the power 
has not been turned on prior to the 
March 17th will be subject to inspec 
tion, and that thereafter power com 
panies will be prohibited from turn 
ing on power in buildings, both resi 
dential and commercial, until the in 
spector has placed the official seal of 
approval on the wiring and other in 
sallations. 

The necessity for such electrical in 
spection resulted from a general re 
quest, when, after the war, new con- 
struction got under way. Property 
owners cited to the Mecklenburg 
County Commissioners the need for 
protection on the millions of dollars 
for electrical installations outside the 
city of Charlotte. 

Property owners in the county hav- 
ing electrical work done after March 
17th, were told to make certain that 
the contractor for the work has a per- 
mit and is properly licensed. 

Inspector Geaslen cited the fact 
that proper installations will mean 
that property owners get «ll the pow- 
er they are entitled to. 

Those taking part in :maugurating 
the Mecklenbure County inspection 
service are: P. F. McGurt, Charlotte 
city electrical in:pector; Dwight Ca- 
sey. of the National Electrical Con- 
tractors’ Association: Inspector Ni- 
chols of the North Carolina State 
Board of Examiners of Electrical Con- 
tractors, and Inspector Geaslen. 


Florida Inspectors 
To Meet in Orlando 


INTERESTING activities, including 
addresses by nationally known speak- 
ers and an informative presentation of 
the new 1947 edition of the Electri 
cal Code, are in store for those who 
attend the Florida Chapter, IAEI 
meeting in Orlando, Florida, April 28 
and 29. All electrical inspectors in 
Florida, irrespective of membership in 
TAFI, are invited to attend the meet 
ing which will be held at the Ange 
bilt Hotel, reports R. O. Bushnell, 
secretary-treasurer of the Chapter. 

Featured on the program are: How 
ard H. Weber, U. S. Rubber Com 
pany, New York City, who will speak 
on “Aluminum Conductors for Build- 
ing Wires,” and H. M. Dreher, Na 
tional Electrical Manufacturers Asso- 
ciation, New York City, who will 
present a motion picture with sound, 
“The Armored Cable System of Wir- 
ing.” 

The new electrical code will be 
presented and interpreted by a special 
panel comprised of W. A. Stall, Jack- 
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Officers of the Florida Chapter, IAEI, which holds its annual meeting in 
Orlando, April 28th and 29th, left to right, I. L. Bond, president, Orlando; 


R. A. Miller, vice-president, Tampa; and R. O. Bushnell, secretary-treasurer, 


sonville, chairman; EF. C. Knox, Maia- 
mi, co-chairman; I. L. Bond, Or- 
lando; R. A. Miller, ‘Tampa; F. 'T. S. 
Hallowell, St. Petersburg; and Victor 
H. Tousley, secretary-treasurer of 
JAEI, Chicago. 

Officers of the Florida Chapter, 
IAEI, include I. L. Bond, president. 
and R. A. Miller, vice-president. Fxe- 
cutive committee is compo:ed of W. 
S. Stewart, George F. Cash, C. R. 
Randolph, and Steve Edwards 


Talks with Employees 
Over State-Wide Radio 


AN INNOVATION in public and em 
ployee relations was experienced in 
Georgia recently when Pre ton S. 
Arkwright, Jr., newly elected pres- 
ident of the Georgia Power Company 


Preston S. Arkwright, Jr. 


talked to employees and customers 
over a state-wide radio hook-up. 
Outlining the power company’s po- 
licies and future plans, Mr. Arkwright 
said, “The company’s fundamental 
purpose is to give good service at rea- 
sonable rates. If we don’t give good 


Miami. 


service, we have little excuse for being 
in business. Good service consists 
first of providing the necessary physi 
cal properties, such as generating 
plants, transmission lines, and sub 
stations. That, the company is doing 
to the best of its ability. You pro 
bably know that within the next 
three years we will invest about $52, 
000,000 in new facilities of ever 
kind. In the immediate months 
head and in the more distant future 
we will spend whatever it takes t 
serve our customers adequately and 
to build ahead for the clectrical re 
quirements of a rapidly growing 
state.” 

Mr. Arkwright was a member of the 
law firm of MacDougald, Troutman 
and Arkwright previous to his elec 
tion to the presidency of the Georgia 
Power Company. He was born in 
Atlanta and attended Atlanta schools, 
graduating from Emory University in 
1924 with a bachelor of philosophy 
degree and in 1926 with 2 law degrec 
He was admitted to the bar and prac 
ticed law until called to head the pow 
ed company. 


Georgia Chapter, IES 
Addressed by Dickerson 


AT A RECENT MEETING of the Geo 
gia Chapter, Illuminating Engince1 
ing Society, members heard an address 
by A. F. Dickerson, manager of Light 
ing Division, General Electric Com 
pany. Mr. Dickerson gave a very in 
formative talk on the economics of 
modern and adequate street and high 
way lighting, and the IES Code and 
its recommendations for arterial, resi 
dential, and business streets. 

Mr. Dickerson has over 35 years’ 
experience in the outdoor lighting 
field and has some of the world’s best 
known lighting achievements to his 
credit. After graduating from Texas 
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TYPE AA—FOR FOOD FREEZER, 
MEAT PACKING & STORAGE PLANTS 







































High air moving capacities . . . Depend- 
lg able, economical, ball bearing, totally 
b enclosed motors... Ratings up to 4800 
Ts CFM... Front ond rear guarded. 
t 
TYPE IND—FOR FACTORIES, LOFTS, 
SPORTS ARENAS, LARGE AREAS 
Heovy duty ventilators for air blast action 
. Rugged construction , . . High effi- 
€ ciency ratings to operate oaoainst stotic 
': pressures. Ball beoring motors ond drives. 
Winter or summer, Chelsea ventilating 
units help make the day’s activity more 
comfortable, more healthful, more profit- 
I able. User acceptance of these efficient air 
movers is a direct result of Chelsea design —— : 
¢ and range of models. . . a fitness for the TYPE ED——FOR HOMES, SCHOOLS, 
' job that makes every Chelsea fan deliver CHURCHES, HOSPITALS, INSTITUTIONS 
\ extra measures of satisfactory operation. 
Featured in mocc models are rugged, all- en — pate = 
steel construction . . . dynamically balanced aannn. .. Gaker numa aaa 
blades . . . efficient, cool-running motors *. vibration. Low power consumption. ¢* 
and drives . . . rubber cushioned moving ° by oY 
parts . . . Get the details on the Chelsea ss 
line NOW. Chelsea fans are in great de- be, Coxe \~e ¢° 
mand; early orders mean early deliveries! Ory ver peoP we 
+ Play or 9° 
i 
a 
% BEERRRS ae 
d “| 5. Se 
4, CHELSEA PRODUCTS - INC. 
8 
5 4 yy FACTORIES: COIT, GROVE & OLSEN STS., IRVINGTON, NEW JERSEY 
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A. & M. in 1910, he joined the Gen 
eral Electric Company, and in 1913 
was resident engineer of the Panama 
Pacific International Exposition. He 
participated in the lighting of the Bra 
zilian Centennial in 1922, the Chi 
cago Century of Progress Fair in 
1933, and the floodlighting of Nia 
gara Falls. We has been manager 
of the Lighting Division for General 
Electric since 1940. 


Hotpoint Introduces 
Four Postwar Ranges 


Hotpoint Inc. introduced four 
“completely postwar” model ranges to 
open its west coast distributor mcet 
ings at San Francisco, Seattle, Los 
Angeles, and Salt Lake City in late 
March. The ranges are in full pro 
duction at Chicago. The preview 
meetings are the first that the com 
pany has held since 1941 with the 
coast sessions to be followed by simi 
lar events in the Eastern, Central, 
and Southern regions. The sessions 
are being timed to coincide with car 
load appliance deliveries. 

In addition to ranges shown at the 
mectings, the distributors are seeing 
Hotpoint’s new automatic 
storage water heaters which have been 
redesigned to standardize tank dia 
meters and to apply the heat by a new 
external Calrod unit “under 200 
pound spring tension.’ 

The company is also showing new 
designs of electric clothes. washers 
and ironers—rotary and flatplate. Pre 
viously the distributors were shown 
1947 home freezers and the deluxe 
refrigerators at district meetings in 
January. 

Gregory IL... Rees, manager, range 
sales division, said that an improved 


electric 


Model RC1O Hotpoint automatic 

electric range showing oven with 

Calrod unit placed outside of oven 

lining to increase output space by 
25 per cent. 
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smaller diametcr Calrod unit has been 
developed which permits more turns 
of Calred resulting in increased heat 
and flexibility and more contact with 
cooking vessels. He said the new 
range models embody more distinc- 
tive improvements than have been 
placed on new models in the history 
of the electric range industry. 

Knnumerating changes, Mr. Rees 
mentioned: a “sealed heat’’ oven con 
struction by which the Calrod unit is 
placed outside of the oven lining 
rather than inside, thus “increasing 
capacity 25 per cent;”’ a Calrod unit 
under the deepwell cooker which may 
be raised for surface operation; all 
oven controls grouped with the timer 
clock and the time measure on the 
backsplasher over the range work sur 
face; a four-and-one-half quart pres 
sure cooker and a “grill-or-grid” as 
standard equipment; and an enclosed 
flourescent light extending entirels 
cro’ s the backsplasher 

In addition to the “top model”— 
RC10—two standard size ranges with 
fewer accessories and an apartment 
house size range were shown 

Mr. Rees said that all ranges and 
other appliances are now being ship 
ped to distributors for delivery to deal 


ers 


C.P.A. Outlines Wiring 
Requirements for 1947 


OVER-ALL REQUIREMENTS in 1947, 
for critical electrical wiring devices 
were outlined by Civilian Production 
\dministration officials at a recent 
meeting of the Electrical Current-Car 
rving Wiring Devices Industry Ad 
visory Committee. 

The requirements, which are chief 
lv related to housing, include those 
of the Veteran.’ Emergency Housing 
Program, rural electrification, repair 
ind maintenance of wiring in existing 
housing. and essential commercial 
ind industrial construction. 

Ihe total national requirements for 
1947 are: for toggle switches, 64.1 
million; convenience outlets (recep 
tacles), 66.1 million; medium screw 
base sockets. lampholders and lamp 
receptacles, 141.2 million. Require 
ments for wall plates will match those 
for toggle switches and convenience 
outlets. The total requirement fig- 
ires do not include deficits accumu 
lated in 1946 of approximately 9.3 
inillion toggle switches and 14.8 mil- 
lion convenience outlets 

The committee agreed that these 
requirements could be met if suffi 
cient phenolic resin molding com- 
pound is made available. The supply 
of all other materials and components 
needed for the production of these 


DATES AHEAD 
National 


National Housewares Show, Convention Ha 
Philadelphia, Pa. April 27-May 2, 194 
Nat’l Housewares Mfg. Assn., 1402 Merchand 
Mart, Chicago 54, Ill. 


National Electrical Wholesalers Associati: 
Hotel Traymore, Atlantic City, N. J. May 5-9 
1947. 


National Electronic Equipment Show, 
Stevens, Chicago, Hl. May 13-16, 1947. 


Annual Meeting, Edison Electric Instity 
Atlantic City, N. J. June 2-5, 1947. 


46th Annual Meeting, National Electrical C 
tractors’ Association, San Francisco, Calif. 
tember 8-10, 1947. Clint J. Marder, Natior 
Secretary, 633 Investment Bidg., Washington 5 
D. C. 


Ss 


Annual Convention, Illuminating Engineer 
Society, New Orleans, Sept. 15-22, 1947. 


2nd International Lighting Exposition 
Conference, Stevens Hotel, Chicago, IIl., Novem. 
ber 3-7, 1947. A. B. Coffman, Manager, 
West Jackson Blvd., Chicago 4, Ill. 


Southern 


Missouri Valley Electrie Association, Engineer. 
ing Conference, Hotel Continental, Kansas Ci: 
Mo. April 16-18, 1947. 


Texas Electrical Show, Will Rogers Memori 
Coliseum, Fort Worth, Texas. April 25-May 
1947. R. E. Hendricks, Texas Electric Sery 
Co., Fort Worth, Texas. 


Seuthern Section, International Associatio 
of Electrical Inspectors, George Washingt 
Hotel, Jacksonville, Florida. Oct. 27-29, 1947, 
4. M. Miller, Secretary-Treasurer, 910 Wes 
30th St.. Riehmond 24, Virginia 








current-carrying wiring devices will 
comparatively good this year, 
committee said. 


Theme for Convention 
Announced by NEWA 


Opporrunities for distribution 
‘The Coming Electrical Age” will 
the theme of the 38th Annual Ci 
vention of the National Electr 
Wholesalers Association, according 
an announcement by Managing 
rector Charles G. Pyle. ‘Two spe 
afternoon programs are being pl 
ned, one under the sponsorship 
the Appliance Division, with ch 
man E. B. Ingraham pres:ding, 
the other by the Apparatus and S 
plics Division, of which D. M. S 
bury is chairman. 

George E. Whitwell, vice-p 
ident, Philadelphia Electric C 
pany, will be the keynote spcaxer 
the former meeting on the aftern 
of May 5. On May 7, at the latt 
R. Stafford Edwards, president, | 
wards and Co., and president of 
National Electrical Manufactut 
Association, will speak on the ‘ 
All-Electric” program. 

Other program features being pl 
ned will cover personnel selection, 
sic sales training, rural markets, lig! 
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‘Worldwide shortage of copper shows strong evi- 
dence of continuing through ’47, maybe longer, 
thus prolonging present difficulties on deliveries 
of the heavier sizes of conductors. 

Because of its high conductivity and excellent 
record for durability, aluminum is the natural 
substitute. 

Current carrying capacity of aluminum Performite 
Building Wire, Type RH, equals that of copper 
Hazacode, Type R. The 16% difference in conduc- 
tivity between copper and aluminum is compen- 
sated for by the temperature rating spread between 
the two types of insulation. 

Therefore no increase in conductor or conduit size 


C 


e 


is required except where runs are so long as to in- 
volve excessive voltage drop, or where substituting 
Type RH aluminum for Type RH copper. 
Aluminum Type RH Wire costs no more than 
copper Type R because the higher cost of the better 
grade Performite Type RH rubber is offset by the 
lower cost per 1000 feet of aluminum. 

The lighter weight of aluminum insulated con- 
ductors provides handling, transportation and in- 
stallation advantages. 

Quick relief for the building wire shortage is now 
provided on sizes No. 6 Awg and larger Hazard 
Aluminum Performite Building Wire Type RH, 
where approved by local inspection authorities. 


TO GET ALL THE FACTS, write for technical Bulletin H-407, illustrated above, which gives 
tables of capacities; comparative weights, data on characteristics; information for quick 
determination of voltage drop, conductor sizes, circuit length and currents for both 
aluminum and copper. Hazard Insulated Wire Works, Division of The Okonite Company, 


Wilkes-Barre, Pa. 


% 


insulated wires and cables for ev , 
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ing, and adequate wiring. Dctails are 
to be announced later. 

Herbert Metz, chairman of the 
NEWA Planning Committee, will 
speak on electrical interdependence. 

Officers and members of the new 
Board of Governors (formerly the 
Exccutive Committee) will be elected 
during the convention. Mectings of 
committees of both division; have 
been scheduled, as well as committcc 
rcports. 

Phe convention will be held at At- 
lantic Citv, May 4-8, with headquar 
ters at the Hotel ‘Travmore. It is ex- 
pected that more than 1,000 members 
and guests will attend. 


General Mills Enters 
Southern Market 


ADVERTISEMENTS describing _ the 
new General Mills Tru-Heat iron and 
program has generated a flood of in- 
quiries from southern distributors and 
dealers, reports W. A. MacDonough, 
assistant sales manager. The response 
was flattering — and overwhelming. 
But shortages of materials, transpor- 
tation difficulties and the many prob- 
lems facing all manufacturers during 
the past vear made it impossible for 
General Mills to enter any southern 
market at the time. 

In fact, it was not until September, 
1946, that the Tru-Heat iron, backed 
by powerful consumer advertising, 
first was placed on sale in Minnea- 
polis and St. Paul. In succession, 


Arthur W. Sellers H. 


Des Moines, Omaha, Denver, Chi- 
cago, Detroit, Cincinnati, Columbus, 
Cleveland and Pittsburgh were en- 
tered. As soon as complcte distribu- 
tion in these areas had been achieved, 
radio and all tvpes of newspaper ad- 
vertising were used. 

Since January 1, 1947, new sales 
districts have been opened. In Feb- 
ruary, the iron was introduced to New 
England and New York; Pennsy'- 
vania, Maryland, Virginia and North 
Carolina will reccive initial shipments 
in March, and the Southeast and 
Southwest will start selling in April 
and May. 

Wholesale distribution in the 
Southeast will be handled by a select- 
ed group of experienced appliance dis 
tributing organizations. Responsibil- 
ity for cstablithing this program was 
placed in the hands of the H. kK. Dc 
wees Company, of Atlanta, Georgia, 





wenes wor Trefeat Control :2 FASTER. £4. 





A wide range of sales training aids are being made available to retail outlets 
by General Mills in connection with distribution of the Tru-Heat iron which 
enters southern markets this spring. 
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K. Dewees a 2 


Carmichael 


the General Mills Home App 
Department factory representa 
In the Southwest, Curtis H. ¢ 
chael, of Dallas, ‘Texas, serves 

trict manager for General Mills. 
Middle Atlantic District, whic! 
cludes North Carolina, Virginia 
Maryland, is headed by Arthu 
Sellers, of Washington, D. C. 

General Mills distributors arc 
on the need for thorough sales 
ing at all distribution Icvels. | 
distributor’s salesman will be qu: 
by attendance at factory spon 
training meetings designed to 
oughly familiarize each man wit 
General Mills Merchandising, 
tising ,and training program. 

All types of modern pron 
and training techniques will | 
lized. Sound films in color, a 
ed demonstration moc 
and training manuals—all these 
integral part of the training 
ings available for retail sales org 
tions. 


de VICCS, 


F. M. Gates & Company 


Announce Expansion 


Expansion of F. M. Gate & 
pany into a broadened field of 
ness in the business of engin 
and manufacturing clectric f 
equipment and associated pro 
has been announced by IF. M. ( 

Mr. Gates also announces th« 
ciation with his company of 
ard §. Smith, a recognized aut 
in rural electrification, who \ 
several years manager of thc 
Electric Equipment Division f 
Trumbull Electric Manufact 
Company. 

With this association, the |! 
Gates & Company now becom 
Smith-Gates Corporation, wit] 
ces in Plainville, Conn. Mr. S 
is the president of this new con 
and will have increased opport 
for making cquipment and _ s¢ 
available to a trade primarily int 
ed in rural electrification. 
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All the evidence favors 


There’s enough proof of the high quality of CERTIFIED STARTERS 
to convince any lighting “jury”! Take this one fact, for example: 10 
leading starter manufacturers make their products to conform to rigid 
specifications set up by foremost lighting experts. Electrical Testing 
Laboratories, Inc., test, check and CERTIFY those products as meet- 
ing the specifications . . . identify them by the famous ETL mark 
on every starter. That’s the right kind of protection for any user or 
seller of fluorescent lighting! It pays a/ways to specify fluorescent 
lamp starters bearing the familiar and famous “Certified ETL”. 
@ Be sure they’re CERTIFIED... look 
for this mark stamped on the case. 


4 es ~ 2. — TT barbie ea ha 
any fhe oliow y¥ moanutfactu 5 


Certified Starters 


The Arrow-Hart and Hegeman Co., Hartford, Connecticut Instant Glow Starter Corporation, New York, N. Y. 
The Bryant Electric Co., Bridgeport, Connecticut Kuthe Laboratories, Inc., Newark, N. J. 

Dura Electric Lamp Co., Newark, N. J. The Lloyd Products Co., Providence, R. I. 

General Electric Co., Bridgeport, Connecticut Pass & Seymour Co., Syracuse, N. Y. 

Harvey Hubbell, Inc., Bridgeport, Connecticut Sheldon Electric Co., Irvington, N. J. 
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Complete Cleaning Line 
Announced by Universal 


ONE OF THE GREATES? advances in 
conventional type vacuum cleaners 
for over a generation, according to 
Lee Moss, sales manager of the Home 
Cleaning Equipment Division in an- 
nouncing Landers, Frary & Clark’s 
new line of home cleaning and floor 
maintenance equipment, is found in 
the exclusive Universal ‘Suction 
Regulator” which prevents the clean- 
er from sealing or dragging any rug 
no matter how light. The “Suction 
Regulator” enables the operator to 
regulate the suction according to the 
weight and thickness of the rug be 
ing cleaned without affecting the 
cleaning efficiency of the motor-driv- 
en brush or changing the motor speed. 

Universal’s home cleaning equip- 
ment line consists of two tank type 
cleaners, a floor polisher, hand clean- 
er, Sani-Tray carpet sweeper, and the 
conventional type cleaner. 

The . Conventional type vacuum 
cleaner (VC5701) has a_ beautiful 
two tone baked enamel finish with 
the motor hood and handle of lus- 
trous blue. The heavy blue twill bag 
has gold lettering. A “Day-Glo” head 
lite has a gold finished reflector pancl. 
Cord is 25 feet long. Ten special 
cleaning appliances are casily attach 
ed to the Universal Vacuum Clean 
er to provide completely thorough all- 
thru-the-house cleaning. The clean 
er can be purchased with or without 
attachments. 


Leaders in the new home cleaning 
equipment line announced by Lan- 
ders, Frary and Clark are shown 
here. In addition to the upright 
cleaner and two tank-type cleaners, 
the Universal line includes a hand 
cleaner, a carpet sweeper, and a 
floor polisher. 


UNIVERSAL HOLDS SALES CONFERENCE—E. J. Van Buskirk, vice-presi- 

dent of Landers, Frary & Clark, addresses Universal distributor representa- 

tives at the recent middle western sales conference held in Chicago. Mr. Van 

Buskirk pointed out that Universal is the only company in the country 

which can offer both a complete line of small electric appliances and house- 
wares to the consumers. 
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The new tank type Clean 
Cleaner is finished in lustrous b 
enamel with gleaming chrome p 
ed handle, toe switch, and stre 
lined Gliders. Complete with t 
teen attachments it cleans, sprays, 
moths, shampoos, polishes, deoc 
izes, and purifies the air while cl 
ing. The attachments inclu 
thread-picking self-cleaning noz 
floor polish; bare floor brush; rac 
tor tool; moth proofing unit; spra 
germ trap filter; utility brush; di 
ery nozzle; straight wands; and hos¢ 


Municipal Utilities 
Oppose Regulation 


THE PossIBILITy of state regulat 
or full control of public utilities 
viewed with considerable alarm 
members of the Florida Munic 
Utilities Association and the Flor 
Association of the Rural Electrif 
tion Administration at the ann 
meeting of the former in Orland 
Florida, and both organizations pi 
ed resources to combat harmful legis 
lation that might be proposed at | 
biennial session of Florida’s legislatu 
which convened in Tallahassee 
April 1. 

As a preliminary step, a seven-m 
legislative committee was establis] 
ifter the Florida Association of RI 
in a short executive session, had \ 
ed unanimously to become a m 
ber of the FMUA, thus uniting 
17 rural co-operatives and the 19 
ties composing the FMUA. Previ 
ly, they had functioned as separ 
units. 

Created for the protection of 
tual intcrests, the committee 
investigate, study and report on 
proposed and pending legislatior 
fecting utilitics. As result, the a 
ciation would be kept fullv inforn 
on legislative matters and would 
in position to take necesarv act 
to support or oppose desired or 
desired legislation. 

Officers of the FMUA were 
elected to head the two groups. TT] 
were: Harry W. Damcrow. city m 
ager of Vero Beach. president: S 
White, auditor for the Citv of T 
hassee, vice-president; and Mark \ 
Brown. general manager of the (¢ 
lando Utilities Commission. secret 
and_ treasurer. 

Named to compose the exccut 
committee were: Charles Lars: 
Lakeland: C. H. Helwick. Jacks: 
ville: JT. B. Mobley. Ir., Gainesvil! 
O. W. Smith, Actatula; Homer 
Welch. Lee County: and C. F. B 
gott, Wauchula, president of the Fic 
ida Association of REA. 

A considerable part of the meetin 
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You Can. 
Rely on I 


Many other types 
also available... — 
A BOX FOR EVERY 








Remember, you can always Rely on Raco! It’s more 
than a catch-phrase, more than a slogan—it’s your 
positive assurance of a quality line that’s preferred by 
electrical contractors, architects, and builders the 
country over! And, here’s why: 


THEY’RE CLEAN— no ragged or rough edges — attrac- 
tively finished! 


THEY’RE UNIFORM — every Raco product is made to the 
same exact measurements. 


THEY’RE DEPENDABLE—the Raco line is backed by 
more than 34 years’ experience in the designing, 
engineering, and production of steel products. 


THEY'RE PACKAGED—Raco boxes come packed in 
cartons. Easy to stock, inventory and identify. 


Write today for your free copy of catalog on 
Raco products. It’s the dependable line that you 
can install with pride — today — tomorrow —and for 
many years ahead. 


ALL-STEEL EQUIPMENT, INC. 
800 Kensington Ave., Aurora, III. 


q s L 
PRODUCTS 
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was devoted to discussion of proposed 
regulatory legislation, which many 
members of both organizations. attri- 
buted to privately owned companies, 
charging that they were attempting to 
restrict the municipal ownership field 
in an effort to monopolize utilities in 
the state. 


Super-Speed Range 
Announced by G-E 


FEATURING a built-in six-quart. pres- 
sure cooker, a high power broiler unit 
and munprovcd surface units combine 
to make the top model of the Gen- 
cral Electric's new line of “Speed 
Cooking’ clectric ranges even faster 
and more versatile than ever, J. R. 
Poteat, manager of the company’s 
range and water heater divisions, has 
announced. 

The super-speed range, known as 
the Stratoliner, is one of the four 
1947 models that are now in produc- 
tion and will reach the market in the 
next two or three weeks. The other 
ranges are the Airliner and Leader, 





designed for the medium and _ low- 
price markets respectively, and the 
Studic, a small apartment - house 
model. 

“In add.tion to increasing cooking 
speed,” Mr. Poteat said, “the new 
features of the Stratoliner also reduce 
cooking costs and save food flavor and 
vitamins.” 

The built-in) aluminum 
cooker occupies the deep-well posi 
tion. It reduces cooking time for 
most vegetadles to a matter of a few 
minutes, handles an entire meal of 
meat and vegetables in less than an 
hour. 

A versatile device, the 
cooker utensil may also be used on 
a surface unit; or when the simple flat 
lid which is provided is substituted 
for the pressure lid, it serves as a con- 
ventional thrift cooker for normal 
cooking. 

Making still more of a convenience 
cf the decp-well arrangement is the 
raisable five-speed, 1250-watt Calrod 
unit in the bottom of the well. Mr. 
Poteat explained that “If, instead of 
thrift cooker, the 


pressure 


pressure 


the pressure or 











Exclusive built-in pressure cooker in General Electriec’s 1947 Stratoliner 
range—top model in the company’s newly announced line—has six-quart 
capacity, cooks food in a matter of minutes, saves flavor and vitamins. 
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housewife wants a fourth high-speed 
surface unit, she merely has to gras) 
the ‘Lift-Thrift’ unit in two finger 
and raise it to the surface, where it 
rests securely.” 

The new Slim-line Calrod cooking 
units with which the entire range lin 
is equipped throughout are said to b 
the fastest on the market. Coil lengt! 
has been increased up to 49 per cen 
to provide more heating surface and 
quicker response, either up or down 
Life of the units has also been length 
ened. 

Like other ranges in the line, th 
Stratoliner has two five-speed, six 
inch surface units rated at 1250 watt 
and a five-speed, eight-inch 2050 wat 
surface unit. 

Broiling power of the new rang 
has been increased 75 per cent by wid 
ening the Calrod broiler unit and i: 
creasing it’s wattage. “Tests shor 
that this new unit, which is rated a 
$200 watts, will broil a steak faste: 
and do a more even job in the pro 
cess,” Mr. Poteat said. 

Baking speed may be similarly in 
creased, if the housewife wishes, | 
converting the over-size oven to th 
small “speed-oven” merely by raisins 
the lower 3000-watt Calrod unit 
the center of the large oven. A ne 
removable aluminum oven floor, fa 
tened to th clower bake unit, spe 
up the oven and eliminates hands an 
knees cleaning of oven spill-overs 
can be taken to the sink and wash 


like a pan. 


Water Heater Campaign 


Launched by NEMA 


Tue Exvecrric Water Heater $ 
tion of the National Electrical Man 
facturers Association will build 
1947 advertising program around t 
cparate trade campaigns, it has bec 
immounced by C. J. Coward, direct 
of advertising and sales promotion 
the Kelvinator Division of Nash-K 
v'nator Corporation, Deiroit, cha 
man of the NEMA water heater 
vertising committee. 

During the past four years, the cl 
tric water heater message was directe 
primarily to architects and_ builde: 
This phase of the advertising prograt 
will be continued throughout 194° 
and, in addition, a new campaign wi 
be introduced with a series of advc 
tisements designed to reach tl 
plumbing industry. 

Both campaigns are already unde 
way. First insertions appeared in th 
January issues of leading plumbing 
architecture and building trade pub! 
cations. 

“The basis of the campaign,” said 
Mr. Coward, “will be ads, featuring 
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“Hang the Sky’ to HELP THEM 


SEE BETTER ° 


WORK BETTER 





3 reasons why the _ 
is EASY TO INSTALL: 


| 1. Easy to assemble 


¥ 


<< 


UL py are completely inter- 
RNG changeable. y fe ‘ 
2. Easy to hang... stem Nes 
slides readily into slot. ( 
Hanger strap oro side for stem 
alignment. 


\ 
\ AS n ify ... precision fit parts 


x % 
} 


3. Easy to adjust stems 
up and down to cor- 
rect for slightly uneven 
ceilings. 
D STAR 
NEW WAKEFIEL " 


sign 
| Patent Pending 


| 
Pal kis 


-ALL...in lighting 
om in sturdy construction 


in ease of maintenance 
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A brand new idea... that’s good for you 
and good for customers! 


Lighting like that from Nature’s sky—diffused, comfortable, 
evenly distributed... Wakefield Over-ALL Lighting! It’s pleasing 
to users and better for work . . . which makes it easier to sell! 
We believe you will find that Over-ALL Lighting offers ad- 
vantages over all other systems... for lighting efficiency, for 
comfort, and for effective modernization. Because Wakefield 
Over-ALL Lighting is based on seeing results! And you can use 
all types of Wakefield Lighting units to provide it. 

Ask your local Wakefield representative to tell you about 
Over-ALL Lighting. Or write for new catalog No. 46. The 
F. W. Wakefield Brass Company, Vermilion, Ohio. 


COleKefilil 


LIGHTING EQUIPMENT FOR OFFICE, SCHOOL AND DRAFTING ROOM 


THE GRENADIER THE COMMODORE 


= 





THE DIPLOMAT 





testimonial letters from ma.ter plum 
bers. These letters definitely show 
that plumbers have found the sale 
and installation of clectric water heat 
ers a highly profitable bu-iness.” 

“One or more of the plumbing 
trade papers will carry the electric 
water heater message each month in 
1947, reaching a potential readership 
of over 50,000 plumbers and _ their 
assistants,” continued Mr. Coward. 

One of the highlights of this pro- 
motion is an eight-page brochure, 
“The Modern Automatic Electric 
Water Heater,” recently released to 
electric power suppliers across the 
country. This booklet was designed 
to help promote the sale of electric 
water heaters at the local level. Utili 
ties and power suppliers have receiv- 
ed this promotion so enthusiastically 
that a large second edition is being re 
printed. 

To implement the plumber cam 
paign, a comprehensive plan book, 
“You Need The Plumber,” contain- 
ing electric water heater promotional 
material and advertising tie-ins design- 
ed to help utilities enlist the coopera- 
tion of plumbers in building electric 
water heater sales, will be released 
shortly. 


Insulating Varnish 
Manual Released 


A 40-PAGE 


BOOKLET containing 
complete technical and application 
data on G-E insulating varnishes has 
been issued by the Resin and Insula 
tion Materials Divicion of the Gen- 
eral Electric Chemical Department. 
Pittsfield, Mass. 

The booklet includes specifications, 
electrical properties, film properties. 
cure and aging, chemical properties. 
and baking and air drving cvcles of 
each type. ‘Tvpes consist of black 
baking, black air drying, clear baking. 
clear air drving, black baking and air 
drying, clear baking and air drving. 
sticking varnishes, and air drying and 
baking enamels. Thirty-six grades 
are described. 


Solder and Flux 
For Aluminum Wire 


AN ANNOUNCEMENT by Aluminum 
Company of America states that Al- 
coa Solder No. XA803 and Alcoa 
Soldering Flux No. 62, for ue with 
aluminum building wire, is now avail- 
able to electrical wholesalers for distri- 
bution. 

Solder is supplied in Y%-inch dia- 
meter wire on one-pound spools and 
in 44-inch sticks, 14-inches long. Flux 
is available in one-ounce bottles and 
in one-pound cans. 
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New Frigidaire Ranges 
Shown to Dealers 


A COMPLETE NEW 1947 LINE of 
electric household ranges is being in- 
troduced to thousands of dealers 
throughout the nation by Frigidaire 
Division of General Motors, accord- 
ing to an announcement by H. M. 
Kelley, appliance sales manager. 

“Manufacture of the new ranges is 
well underway with five streamlined 
models rolling from our production 
lines in Dayton,” he pointed out. The 
new series includes two deluxe mod- 
els, one with two ovens. “Design and 
construction are completely new— 
from the ground up—making_ these 
ranges the most beautiful models we 
have ever built,” Mr. Kellev explain 
ed. 

Many new features have been in 
corporated into the 1947 Frigidaire 
range. <All models are constructed 
with one-piece, roll-front cooking 
tops, which sweep from the back 
across the surface and over the sur- 
face cooking unit switches at the 
front. This new design protects 
switches from spill-overs. makes clean- 
ing easier, and adds to the streamlin- 
ed appearance of the range. All mod- 


cls are porcelain finished-—inside an 
out—for extra beauty and durability 
End panels are removable and inte: 
changeable. There is a_ full-widt! 
utensil drawer on all except lowes 
price models. 

“Many other Frigidaire featur 
ire also incorporated into the ne 
line,” Mr. Kelley stated. There ai 
three fast-heating surface cookin 
units, a double-duty deep-well cook« 
automatic oven-timer, time signal, an 
a large oven with a waist-nigh broile: 
One de luxe model, is equipped wit 
two complete broiling, baking an 
roasting ovens.” 


REA Borrowers Ahead 
On Loan Payments 


REA sorroweErs have paid bac 
more than $20,000,000 before th 
due date, in repaying loans on the 
rural power systems, according t 
year-end summary figures of the Ri 
ral Electrification Administration 1 
leased by the U. S. Department « 
Agriculture. 

By the end of December 194¢ 
$107,085.709.42 had fallen due 
nterect and principal on the loa 


This gleaming porcelain and chromium electric household range, designed 
for 1947 homemakers by Frigidaire Division of General Motors, is the new 


deluxe RJ-60 model. 


It is equipped for automatic cooking and features 


three fast-heating surface units, a deep-well cooker, a large oven with a 
waist-high broiler, a warming oven and full-width utensil drawer. 
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ids advanced to nearly a thousand 
rowers, mostly cooperatives. By 
t date, the borrowers had made 
ments of $126,098,601.81 — in- 
ding prepayments of $20,052,- 
).33. Payments 30 days or more 
rdue totaled $892,941.14, which 
ight-tenths of one per cent delin- 
ncy. 
3y the end of 1946, REA had ad- 
ed loan funds totaling $595,730,- 
06. As of the year’s end, total 
iwments of principal amounted to 
*.729,229.07 and total interest pay- 
its to $58,369,372.74. The loans 
r 2 percent interest and are sched- 
i to be repaid over varying periods, 
maximum being 35 years. 


onlon Corporation 
erges with Moore 


\VITH THE MERGER of the Conlon 
poration, Chicago, and the Moore 
poration, Joliet, Il]., the continu- 
concern, to be known as the Con- 
Moore Corporation, enters a new 
of efficiency and service to the 
le, according to an announcement 
Bernard J. Hank, president. 
Plant improvements, with the ac- 
ipanving increases in production, 
enable the company to enlarge 
listribution and outlets in all fields 
d.” he asserted. ‘New models 
vell as improvements in_ present 
have been designed and will be 
duced as rapidly as the materials 
ition permits.” 
he Conlon Division of the corp 
on produces household washer: 
The Moore Division 
ufactures a wide variety of gas 
s and heaters. coal and oil heat- 
ombination gas and coal ranges, 
other appliances in the cooking 
heating lines. 


ironcrs. 


Electrical Week 


In Chattanooga 


lhe electrical 


SIDENTS of Chattanooga and the 
unding area, are “electrically con- 
is” as a result of the “Electrical 
k” held there during the week of 
h 10-15. Principal features of 
ecasion were an electrical appli- 
show and a two-day meeting of 
newly formed Tennessee Valley 
ce Power As’ociation. 
appliance show, 
ored jointly by the Electric Lea- 
ind the Electric Power Board of 
tanooga, was an outstanding suc- 
It is est mated that 85,000 peo- 
isited the Power Board’s Electri- 
Center, where the show was held, 
e the latest in home appliances, 
h included cquipment of more 
30 manufacturers. 
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RANGE UNIT REPLACEMENT 


rime) 

Here, in one package, you'll find exactly the right 
replacement range units for servicing all makes and 
sizes of electric ranges. 

CHROMALOX 
Heatflo Units 
Rings—areclearly and simply listed for quick selection. 

Send for your Catalog today. See for yourself why 
CHROMALOX comes out ahead on every count... 


Triangular, Superspeed, and 


and the complete stock of Adaptor 





faster installation . . . easier servicing . . . extra 


profits... and greater customer acceptance. 


Prompt Delivery on All Types and Sizes. 


on new ranges and for replacement 


means Ebi Cooking at its Best! 


EDWIN L. WIEGAND COMPANY - 7600 THOMAS BOULEVARD - PITTSBURGH 8, PA. 
C. B. ROGERS, 1000 P’tree St., N.E., Atlanta, Ga.; L. R. WARD CO., 408 Southland Building 


RC-22 


932 M.&M. Bldg., Houston 2, Tex.; W. R. PHILLIPS, P. O. Box 2561, 


Annex, Dallas 1, Tex.; 
Raleigh, N. C 





The home freezer and frozen food 
demonstrations, conducted in the 
auditorium, proved to be extremely 
popular. The demonstrations were 
handled on a ticket admission basis, 
and hundreds of visitors had to be 
turned away from the demonstrations 
because of the lack of seating capacity. 
Manufacturers represented were Hot- 
point, Inc., General Electric Com- 
pany, Kelvinator, and_ Frigidaire. 

The two-day meeting held March 
13 and 14 was the first annual meet- 
ing of the Tennessee Vallev Public 
Power Association. Between 300 and 
400 public power executives from all 
sections of the Tennessee Valley pow- 
er area attended the meeting. Gor- 
don R. Clapp, chairman of TVA, was 
one of the featured speakers. His 
address was on “Regional Develcp- 
ments’ Relation to Electric Power.” 

Other notable speakers on the pro- 
gram were Samuel G. Hibben, dirce- 
tor of applied lighting, Westinghcuse 


Electric Corporation; William J. 
Neal, deputy administrator, Rural TAKING TIME OUT FROM SCHOOL—Four Southerners, attending the 


Electrification Administration; Lee H course in fundamentals of industrial and commercial lighting, at General 
Hill, editor-publisher of Electrical Electric Lighting Institute, Nela Park, Cleveland, cavort in the snow between 
World; and Thomas H. Allen, pres- classes. From left to right they are: E. Barron Glenn, Smitheraft, A. L. 
ident of the Memphis Light, Gas aid Smith Iron Co., Atlanta; Frank P. Larson Jr., Smitheraft, A. L. Smith Iron 
Water Division, nationally known Co., Charlotte; A. P. Torres, Graybar Electric Co., Tampa; and Wallace P. 
engineer. Covington, Graybar Electric Co., Jacksonville. 
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ZEPHYR 


GEMS OF THE 
SMALL FAN FIELD 


The sensation of 1947 in the small fan 
field is the Zephyr Airkooler. Beautifully 
designed in 9” and 10” models in a wide 
variety of colors. Ideal for home, office, 
shop .. Perfectly balanced — will not 
creep Quiet as a spring breeze... Causes 
no radio interference ... Chrysler Oilite 
bearings require no oiling. All models MODEL 10EZ 
underwriter approved ... Guaranteed one 
year. Larbe repeat orders show strong 
consumer demand. Distributors through- 
out the south. Prompt delivery. Write for 
full details and folders today. 


MODEL 9Z 
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Names in the News 





H. A. Willis has been appointed 
elvinator range sales manager, it was 
nounced recently by Charles T. 


awson, vice-president of Nash-Kelvi- 


itor Corporation in charge of Kelvi- 
itor sales. 
Mr. Willis came to Kelvinator from 


the Kellogg Company, with whom he 


ld a number of advertising and pro- 
otional positions. In addition to 


broad experience in advertising, his 


H 
f 


ickground includes sales promotion 
d general merchandising cxperiencc. 


H. A. Willis 


was active in the ficld, becoming 
niliar with branch, wholesale and 


ctail sales operations. Mr. Willis 


) participated in new product de- 
pment and market testing of new 
ducts as well as the establishing of 
il distribution. 

During the last year, he was in 
ge of Kelvinator range and water 


cater advertising and sales promo- 


Ki 


activities. His new responsibil- 
also will include management of 
cr heater sales, Mr. Lawson said. 


ugene B. Lucas has been appoint- 
iles manager of Air King radios, 
is announced by David H. Cogan, 
ident of Air King Products Com- 
. Inc., Division of Hytron Radio 
lectronics Corporation, manufac- 
rs of radios, radio-phonograph 
binations and magnetic wire re- 
iCTs. 
‘lr. Lucas will head sales of Air 
‘g radios through the company’s 


nation-wide distributor set-up. Prior 


to 
ad 


ag 
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his advancement, Mr. Lucas was 
vertising and sales promotion man- 


cr 


COLLYER Wires and Cables speed up installation, 
outdoors or in...they offer every quality for 
easy working and maximum service. 


ENTRANCE CABLE 


COLLYER Service Entrance Cable, 
Type SE, Style U, unarmored, with 
concentrically wound bare neutral, 
eliminates conduit and is tamper- 
proof. 

Flexible and lightweight. 

Neat and inconspicuous. 


%* Gray, flame-retardant, weather- 
proof braid. 


: 7(Non-metallic sheathed cable) 


COLLYER Cablex Non-Metallic 
Sheathed Cable, for wiring from 
meter to outlet, is fast working and 
uniform. Non-tacky, smooth finish 
draws through easily. Available in 
sizes 14 to 4 with 2, 3, or 4 conductors. 


Smaller diameter, lighter weight. 


Collyer Type T Resistol insulated con- 
ductors. 

Flame-resistant, rugged braid cov- 
ering. 

14/2 and 12/2 in convenient 250 foot 
cartons. 


Let us know your requirements. 


INSULATED WIRE COMPANY 


Southeastern Sales Representative: 
FULWILER & CHAPMAN, ATLANTA, GEORGIA. 











David F. Booth has been appointe: 

THE NE ! PROCTOR district representative for Genera 
Electric radio receivers in the sout! 
; western district, A. A. Brandt, gener 


sales manager for the Electronics D 
His hea 


> partment, has announced. 
ROAST OR GRILLE quarters will be at the Dallas, Te 
m Ea 





have to say about it!! sities 


offices of the company. ‘The dist 
includes the states of Texas, Oklal 
ERE, Madam, is the r . 
ma, and southern New Mexico. 
Proctor Roast-or- ve of Chi 1 MI 
Grille, the only auto- A native of Chicago, Ill., and | 
matic Roaster with the quette University graduate, Mr. Booth 
) Gerille in the lid. The joined General Electric in 1940. Af 
grille is an integral, serving four years in the Navy, 
‘ art... ioined the Dallas staff in a recei 
self. cleaning part...not an 1 tl Dall taff 
extra as in other roasters. sales capacity last November. 





x 
Wendell J. Barry has been appoii 
ed Atlantic District representative 
General Electric automatic blankets 
iy bakes, broils, roasts and E it has been announced by H. 1 
grills. Eighteen quart ca- iS) | Hulett, district appliance manager 
pacity cooks a whole meal at Mr. Barry came to the company d 
sine Soe, 2 Tee SE OF ; eS ing the war as a production supervi 
a twenty pound turkey. Pe es : ore ; ag 
Cuca Gite ate geree- a — in the pioneer products division, 1 
lain enamel cooking pans predecessor of the automatic blan 
and an enamel roasting pan. and sunlamp division for which he 
cently handled purchasing. 


Xe x 











Virginia Moore, formerly ho 
[ an aetasdte thermic service director of the Birmingh 
static heat control like Ilectric Company, has been appo 
all Proctor appliances. No ed Associate Editor of the Home | 
special wiring is required partment of The Progressive Far 

forthe Roast-or-Grille. Use 1: 
iccording to an announcement 


it as your main oven or as ‘ cae - 
salicaeetied item Mittin int. ceived from Sallie Hill, Home Dep 
ment Editor. 


casions. Order one today! 
As director of the home service 


partment of the Birmingham Elect 
Company, Mrs. Moore supervised | 
work of 40 home economists. B 
and reared on a north Alabama fa! 
Mrs. Moore is particularly fitted ‘0 
bring good counsel to southern far 
women on nutrition, food presei 
NEWSAIARER IN APPLIANCE MERCHANDISING VV tion, kitchen planning, home lig 

ing, budgeting, and home mana 
PROCTOR ELECTRIC COMPANY, PHILA. ment. 
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Dallas Inspector 
Supports U-L Labor 


(Continued from page 54) 


c.pality, who found the open circuit 
voltage to be 138. He also found 
it, fortunately for those who might 
ve come in contact with the fence 
which the device was used, the 
rrent was limited by the resistance 
the pilot light. But no interrupt- 
; mechanism was provided to tre- 
se a victim from its charge. 
In commenting on this incident, 
\fr. Darrah said: 
“The Underwriters’ Laboratories 
e made exhaustive tests on fence 
itrollers and approved models are 
sonably safe to persons and prop- 
We do not doubt the owner’s 
,ocence of in'ent to do harm. How 
r, fire and death are just as serious 
lone accidentally as they would be 
premeditated by arsonists or mur- 
Clas 
The board of electricians of the 
of Dallas examines and qualifies 
yus classes of the electrical trade. 
[here are ten different classifications 
er the ordinance. Six hundred 
thirty personal certificates are 
d by the six different classes of 
tricians and 246 firms hold certi 
ficates in four different classes of bus 








1 


| Has Two Outstanding Advantages: 
Comparison of Copper 


ind Alumnann Wire 1. BOND STRIP UNDER ARMOR 


Continued from page 50) 


srade Type RH rubber is at least Permanently low armor resistance is provided in sizes No. 14 

t by the lower cost of the alumi- and 12 AWG by use of a flattened, tinned copper bonding wire 

Aluminum building wire is which is in contact with the under side of each convolution. These 

ble in all sizes to 1.000.000 cit sizes now are smaller and lighter, since they use the smaller diameter 
mils, starting at size 12, and Type R conductors of the 1947 National Electrical Code. 


: with standard strandings. All 4 , ' 
isions and finishes remain the 4 Prefabricated Breaking Lines 
is for ordinary building wire. 
se interested in application of The Cut Mark (at 12” intervals) shows the location of a prefabri- 
num building wire will be in cated breaking line inside the armor. Only a few strokes of a file 
d in technical bulletin’ H-407 guided by the Cut Mark are required to cut through one outer ridge, 
e ee As é and a bend by hand severs the armor. This results in a clean separa- 
TTT Building Wire, which tion with no sharp edge—a safer, easier and faster job. The prefab- 
ist been issued by the Hazard ricated breaking lines are so designed that there is no reduction in 
ted Wire Works Division of tensile strength, bending quality, crushing resistance and electrical 
Okonite Company. In addition conductivity of armor. 
bles of capacities, comparative 
ts, and data on characteristics, , rape ec ff - 
ludes an insert giving quick F ni is #4 & eo GY Ee 
\ds of determining voltage drop, 


tor sizes, circuit length and VW AWAlie«n and 
is tor ‘both i st been — VETO aii Cable 
The bulletin also points out that 
tting manufacturers have devel 

rasmus totes |) GRESCENT INSULATED WIRE & CABLE CO. 
wr use with aluminum conduc TRENTON, NEW JERSEY 


idditi t se for building wire, ATLANTA, GA., Edgar E. Dawes, 401-402 Rhodes Building 
in “ase ects, teas ete cael NEW ORLEANS, LA, Paul Hogan, Jr., 305 Levert Building 
ee ee ee See, RICHMOND, VA., Robert W. Fishburne, 112-114 Exchange Bldg. 
stom-built electrical wires and DALLAS, TEXAS, M. C. Huie Company, 707 Thomas Building 
partially for power applica- 
A recently completed order 
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for a large industrial plant, which 
took advantage of aluminum conduc- 
tors, included one item alone of +0,- 
000 feet of 500,000 CM lew voltage 
power cable insulated with Okolite 
heat and moisture-resisting ‘insulation 
and protected with a bonded covering 
of Okoprene, made with neoprene. 
No production problems were report- 
ed and the cable, with its light weight 
conductor was easy to handle and in- 
stall. Other applications for alumi- 
num conductors lie in the field of aer- 
ial cables where weight savings are 
more important than in conduit in 
stallations. 


New Booklet Covers 
Farm Electrification 
(Continued from page 47) 


One major roadblock to volume us« 
of electric products that help th 
farmer make a better living is inad: 
quate wiring. ‘This book treats this 
technical subject in simple popula: 
terms. It lists many electrical appl: 
cations according to farm cnterprises 

dairy, poultry, shop and machinery 
shed, crops, water supply, home—telis 
their value to the farmer, and the 
electric power requirements of each 








A check list is provided to help the 
farmer plan for his immediate needs, 
as well as applications to be added 
later. 

A simple explanation of voltag: 
drop with charts shows why good wir 
ing is necessary to prevent loss ot et- 
fectiveness of a large dollar value of 
equipment. Charts are provided from 
which the contractor may make dircct 
readings of the wire sizc required foi 
a given voltage drop, curren, and 
length of circuit. There are eiglit 
charts for 115 and 230 volts for 1%, 


2%, and 5% voltage drop. ‘lwo of 
the charts apply to motors. These 


charis permit a ready check on the ef- 
fectiveness of existing wiring.  Dia- 
grams and tables give recommenda- 
tions as to the number of circuits, 
location, and spacing of lighting, con 
venience and heavy duty outle's ac 
cording to farm enterprises similar to 
the list of applications. Here again 
a check list is provided. 

The Farmstead Wiring Booklct 
B-3874) is available to utilities, rural 
clectric dealers, and 
chain stores from West 
inchouse distributor for 25 cents pet 
copy. if les than 100 are purchased 
Pnecs for quanti'v purchases are 
somewhat lower. 


cooperatives, 
the nearest 
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FORMED NECK RLM 
DOME TYPE REFLECTORS 
Porcelain-on-Steel 
Finest quality, durable and effi- 
cient for all industrial lighting. 
ABolite reflectors are also made 
in Easy Detachable, Threaded 
Neck and Separable Socket types. 





QUALITY and PERFORMANCE GUARANTEED 





STANDARDS 


Light right with. . 


The RLM label on an ABolite reflec- 
tor signifies that it conforms with 
all the rigid specifications set by 
RLM Standards Institute, of which 
Jones Metal is a member. 

New plant improvements, including 
another continuous furnace of latest 
design, are now under construction. 
Increased production will make 
Jones your most dependable source 
of supply for porcelain-on-steel 
lighting reflectors. 

You can depend on the “Old 
Reliable’’ ABolite sold exclu- 
sively through wholesalers. 


THE JONES METAL PRODUCTS CO., West Lafayette, Ohio 














Southwestern Lighting 
Conference in Texas 
(Continued from page 39) 


neer must consider four factors—co 


trol of natural light, control of 


flection factor on ceiling and wal 


proper locations for those who will 1 
the light and proper type and placi 
of artificial lighting fixtures. 

Then, using layouts that had b« 
prepared by his company, he said 

“The layout must present a com) 
site picture of how the office or st 
will look to the owner and _ this 
sometimes very difficult to achic 
If the lavout is a picture of inco 
pleteness, the buyer may think t 
engineer doesn’t know what he’s ta 
ing about. Or if there are too m: 
fixtures, the buyer may think he 
being loaded with outlets. 

“These suspicions may be oi 
come by making the layout sim 
yet complete. and by adding the | 
sonal touch, through putting your: 
in the customer’s position. And 
making a lavout, the engineer sho 
think of quality and quantity 
light and not foot-candles.” 

One utilitv’s experience in “Li 
ing Sales Training” was related by 
I>. Knight. of the Southwestern P 
lic Service Company, of Amari 
Texa. He reported that ‘“‘we h 
what we think is a brovd training | 
gram.” but edded that on VJ dav 
company had not even one good lis 
ng man. 

“We started with one man 
came back from the service and 
one key man with experience or t1 
ing in charge of a division of wl 
there are seven. We sent men 
Nela Park and have bought all 
good training courses offered. N 
cach division manager conducts lis 
ing courses for the division emplo 
and also for the employees of 
tractors and wholesalers. 

“In this manner, we have trai 
50 men, but we want to train 
more. And we think one of the 
portant phases of our training 
gram is that it has included the « 
pany managers in small communi 
It used to be common for such a n 
ager to wave away a question, sa\ 
he didn’t know anything about ! 
ne. 

“Lighting Sales Promotion” 
the next top'c and P. M. Rutherf 
Jr.. advertising manager, Dallas | 
cr and Light Company, introdi 
some showmanship by pulling a 
tol from his pocket and describin 
as his “artillery.” He said that “ 
lerv softens °em up” and characte! 
advertising and <ales promotio1 
utility artillery. 
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Our story,” he continued, “is new 
0 per cent of the people to whom 
have to sell today and you can 
e this by checking on the new 
s in Parent-Teacher Association, 


ips that were not there last year BIG ee G it : 

he year before. ; ry : 

lor one dollar, you can make ten : ; for a fan Year: 
7 , = ; “as 


on ten people, and the many 


direct mail pieces available are very ay ser 
effective weapons.” @ 
lc then displayed a large number es (fi SS 
if direct mail pieces, explaining what ae ; @ 
d be accomplished with each onc _ 
ind the cost. These ranged from 


cards that cost the minimum 
iuch more elaborate pieces, even 
iding some magazines that are 
by Dallas Power and Light Com- 

to a select group of executives 
cost of $12 per year. 

B. Barron told the conference it 
ild be agreed first on “what we are , 
g to sell” in his talk on “‘Measure- There’s a world 
t of Sales Results.” He repres- , of sales power in 

the Gulf States Utilities Com- J 
_ of Beaumont, Texas. 

n general,” he added, “‘we are 
g to sell the customer attractive, building. You plug-in for your share 
fortable, and adequate lighting. when you stock and sell America’s big- 
The load is not the right unit of ! 
urement. The kilowatt load add- 
hen used as a measure fails to re- 
customer satisfaction or ade- 
The kilowatt load will take 

of itself if we sell attractive, com 


ttable and adequate lighting. 

But maybe we should not mea- . U BEST ADVERTISED 

results as much as we should tr Tn — Ree M ° 
uate them. It is an over-all sell- Lit ne in Fans 
\b.” The conference then heard 7 
: SS iohting ‘ pe WA. nt | : 
cussion of Planned Lighting AS . - More than forty leading publications 
itenance,” by Joe Edwards, Syl- % me Pa ae an EI . . 
1 Electric Company, Kansas City, EPS , i si? mpd _ wanenaell ew Se 
vary to 59 million prospective fan customers! 
\ Here’s selling power to pull more and 


Emerson-Electric’s 57-year 
reputation for quality fan 


gest values in electric fans. 





Maintenance Discussed 
iorescent lighting has increased 
necessity of maintenance and 
is a vast opportunity for main- 

nce service, especially among small Bi x COOK fe 
stores, he declared. He showed wh on EMERSON 4 
es of slides picturing right and ELECTRIC 
ig methods and the cquipment STORE SALES HELPS ff 
in fluorescent maintenance. 
ne man and a light truck, if the 
s well trained, can service 4,000 Eye-catching window and counter dis- 
s if they are contained in a small plays, sales-building newspaper ads, 
ory. This work can best be done : 
attractive hand-out leaflets. ..they’re all 


he electrical contractor and since 
iintenance is a type of insurance, yours for a BIG fan year when you 
ecommend a contract for two or plug-in to Emerson-Electric’s practical 
years. sales and merchandising program. 
jut in taking on a job, the con- Write for Your 1947 Fan Catalog No. 314 
or should start with the lighting 
litions at their best. That is, the 


16 
ires should be clean and the tubes = perso 
iid be new, or the maintenance EM ERS N E ig 
7 : : s) > line 
will find himself the recipient of meteas -¢ane ary né¢.1tGeue 


mnplaints that are not his fault. 
It is relatively simple to find THE EMERSON ELECTRIC MFG. CO. + ST. LOUIS 21, MO. 
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prospects by making a survey at night. 
Then a personal call must be made 
on the prospect, when the service 
must be sold. One contractor in- 
creased his general contracting busi- 
ness by 50 per cent through contacts 
with 30 customers for whom he pro- 
vided general maintenance service.” 

H. L. Wells, E. I. du Pont de Ne- 
mours and Company, of Dallas, show- 
ed a company film on “Color Condi- 
tioning and Jndustry.” He pointed 
out, in a short talk, that there are 
many benefits for industry from the 
scientific use of paint and said that 
the efficiency of color “‘is largely de- 
pendent upon lighting, for they go 
hand in hand.” 

Floyd A. Covington, general chair- 
man of the conference, took over the 
microphone for the morning session 
of the Illuminating Engineering So- 
ciety conference and introduced H. R. 
Heitzman, IES southwestern regional 
vice-president, of Dallas, who spoke 
only briefly to compliment the San 
Antonio study club as hosts. 

James E.. Bennett, of the Gencral 
Electric Supply Corporation, of Dal- 
las, showed a large number of slides 
intended to reflect “Lighting Trends 
in the Southwest,” but he apologized 


for the quality, saying that response 
to requests for material had been very 
slow. He added, however, that in 
judging trends, shortages of person 
nel and material and strikes should be 
kept in mind. 

Pointing to the remarkable progress 
in lighting in office, school, factory, 
and store, H. G. Clum, director ot 
sales and engineering for the Art Met- 
al Company, of Cleveland, Ohio, 
termed it “regrettable that one cannot 
find equal satisfaction in the field of 
home lighting.” 

His paper, entitled “A Technical 
Approach to Residential Lighting,” 
was one of the most extensive of the 
conference, but it was supplemental, 
for the most part, to a series of illu- 
strative slides. He said in part: 

“Residence lighting sorely needs 
the benefit of more skillful applica- 
tion of the fundamentals. Not all of 
this country’s 140,000,000 people 
work in offices, factories, or stores, or 
attend schools. But each lives in a 
home, which, be it ever so humble, 
becomes a place of seclusion in which 
the individual personality and_ taste 
may be expressed. This universality 
of custom at once lifts home lighting 
to a place of its own as a need to be 





E-M-T- UP THE QUICK WAY 
Two Squeezes and its Set 


TWO QUICK SQUEEZES give you Finer, 
Faster Conduit Connections. B-M Fittings 
do away with the twisting, turning and The M. B, Austin Co., Chicago, 11 


Cross section Show- 
ing Indentations. 





tightening of nuts and save you valuable 
time and materials. Then too, they are 
stronger, neater and much easier to work 
with in tight places. Start using B-M 
Fittings today. Have more satisfied cus- 
tomers—more profits from each job! 


(All B-M Fittings carry the Underwriters New Brunswick, N. J. 


Seal of Approval) 


Prompt Deliveries on Properly Rated Orders 


BRIEGEL METHOD TOOL CO. - Galva, Ill. 





DISTRIBUTED BY 


Clayton Mark & Co., Evanston, Ill. 
Clifton Conduit Co., Jersey Cy., N. J. 
Gen. Electric Co., Bridgeport, Conn. 
The Steelduct Co., Youngstown, Ohio 
Enameled Metals, Pittsburgh, Penn. 
National Enameling & Mfg. Co., 
Pittsburgh, Pa. 

Triangle Conduit & Cable Co., 














erved. The need to consider per 
sonal taste and preference suggests at 
once that methods and technique ap 
plicable to other fields of applied 
lighting will not serve. 

“While the availability of equip 
ment built to a better standard of per 
formance is in itself an important 
step forward, it will not insure th 
ultimate in satisfaction to the user un 
less accompanied by an _ equivalent 
improvement in application. 

Home Lighting Problems 


“The present Recommended Pra 
tice of Residence Lighting is an in 
teresting but very general discussion 
of some of the broader aspects of ap 
plied home lighting. It does not b 
any stretch of imagination represent 
an engineering approach to the prob 
lem. The Society should remedy th 
situation at the earliest possible mo 
ment and present a Recommendec 
Practice containing technical dat 
which will permit proper appraisal of 
some of the problems encountered i1 
this field. 

“Coupled with these two socict 
projects, that portion of the industh 
which employs people to specifi 
home lighting to the consumer must 
undertake a far more comprehensiv 
training program than has previous] 
been customary. Representatives of 
utilities, of electrical fixture dealer 
salespeople for department stores, and 
interior decorators must share in the 
responsibility for correct technical ap 
plication. These three fundamentals 
design, engineering, and education 
are the keys to new progress in hom 
lighting.” 

It was the next address, that R. I 
Biesele, Jr., professor of clectrica 
engineering at Southern Mcthodist 
University, Dallas, that resulted in 
some lively discussion on the qualifi 
cations of illuminating enginecrs. P1 
fessor Biescle’s topic was. “Muminat 
ing Engineering as a Profession.” 

He described illuminating enginec: 
ing as a technique that has evolver 
so rapidly that most of us have failed 
to notice indications that point to if 
emergence as a recognized profession 
This is an appropriate time to con 
sider its professional aspects.” 

He listed five characteristics of th 
profession and said some might add 
sixth—education and training in th 
specialized knowledge and techniqui 
on which the profession is based. H: 
lamented the limited number of 
schools available for such preparation 

After asking a series of questions 
indicating there are no requirements 
for education and training and no 
established code of ethics, he asked 
the question, “What is an illuminat 
ing engineer ” He then quoted from 
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he lav 


onclu 








- Jaws of Texas on registration and 


oncluc d: 


il leave it to you to imagine 


$., vourselves the effect on many pres- 


t practices in the lighting industry 
rea if the law were to be rigid- 
nforced. And it can be expected 
_as public recognition of the engi- 
+ as a professional man increases, 
law will gradually be more and 
dly enforced. 

But regardless of definitions, 
haractcristics, laws or codes, illumi 
iwineering as a profession will 


e whalever we, as illuminating engi- 


ects, choose to make it. 
We, individually, can be personal- 

fish. acting always to get the max- 
num benefit for ourselves alone. Or 
ie can act always as I am glad to say 
t of us try to do, with due regard 
the effect our individual actions 
on the group, and in accord- 
1 the highest standards of 
e, integrity, and profession- 


n the sum total of our ac- 
lividuals and as a group, de- 
ids the ultimate status of illuminat- 
ngincering as a profession.” 
Knight, the West Texan who 
iously on lighting sales 
ning, arose to comment that “It 
sno difference what they call us, 


ople have confidence in us, they 
Profes Biesele responded that 
Bisa nber of a society commit- 
P app d to determine who is an 


minating engineer and who is a 
shting ialist and that he expect- 
to be rather difficult. 

Mr. Rutherford took the floor to 
mment that architects hold the key 
t program. 

‘They don’t accept us as_ their 
Me ontended, “and much of 
we’ve made with the 
through deliberations of 


p a card before the audi- 
itinued: 
now looking at the first 
iminating engineer in the 
f ‘lexas. When we are all 
red architects will mect us 
quality.” 
larrison commented that 
isiness man sells goods and a pro- 
®nal man sells services. He is di- 
f cngincering, lamp depart- 
Bt. General Electric Company, 
& Park. Cleveland. He added: 
vice, however, is sold be- 
Me of the element of fear, like the 
Mce of the physician and the law- 
There are some exceptions, such 
fee advertising agencies whose ad- 
= may lead to greatly increased 
» and who have convinced their 
ts that the agencies should have 
















fa thgelth am top 43) hy 


JUNCTION BOXES METAL 
WIRING TROUGHS FABRICATING 
TELEPHONE CABINETS SPECIALISTS 



























WEATHER-PROOF CABINETS 











WEATHER-PROOF SEAM 
WELDED JUNCTION BOXES 
& FLOOR BOXES 



















PEDESTALS & FLOOR BOXES 






TRANSFORMER CABINETS 








SPECIALS TO CUSTOMERS 
REQUIREMENTS 
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AUTOMATIC 
ELECTRIC 


Ne AUTOMATIC ELECTRIC HEATER C 
Offices and Factory « POTTSTO! 




















COMPACT, 
SELF REGULATING 


Steam Turho- 
Generators 





Cross section view K-240 
500 watt turbo-generator 


Biie-National steam turbo- 
generators, built in a range of 
capacities from 500 watts to 12 
kw., provide dependable emer- 
gency light and power, or auxil- 
iary service anywhere there isa 
steam supply. These units are 
compact and easily installed, 
and are self-regulating, requir- 
ing only opening the steam valve 
to start. They carry full rated 
load on steam pressures from 
125 lbs. to 300 lbs. per sq. in. 
Fluctuation in load and varia- 
tions in steam pressure have no 
appreciable effect upon voltage. 
Accurate governor action pre- 
vents waste of steam under light 
load. 

Turbines — Pyle- National 
steam turbines also available 
from 14 to 120 hp. for any auxil- 
iary power service. Write for 
turbo-generator bulletin 4110. 


1897 «© FIFTIETH ANNIVERSARY e 1947 


THE PYLE-NATIONAL COMPANY 


1354 N. Kostner Avenue, Chicago 51, Illinois 








a fee of 15 per cent of the amount in- 
volved. 

But few people have had, or do 
have, a fear that will impel them to 
buy advice on lighting. It will be a 
long time before the majority of the 
people will be willing to pay a fee for 
advice on lighting.” 

“Can you be a professional man 
and work for a corporation?” was a 
question interjected by Professor Bic- 
sele. “The method in which you arc 
paid has nothing to do with vour pro 
fessional status,” he continued. ‘““Morc 
people are coming to realize that it is 
sometimes valuable to get advice that 
is not included in the price of the 
goods. We are at the point where 
I think we will be recognized before 
long.” 

After more discussion, in which 
there was contention that “lighting 
specialist”” should be used more than 
the term “illuminating engineer,” 
Chairman Covington held up another 
card and announced that “you are 
now looking at the second register 
ed illuminating engineer in the Statc 
of Texas.” 


Glare Rating Discussed 


J. N. Brannan, presided as session 
chairman in the afternoon, and Ward 
Harrison, with the subject of “Glare 
Ratings,” was the first speaker. He 
said that adequate light and comfort 
were the requirements of good light 
ing and “it is a basic fact that if you 
have bad lighting and turn off half 
the fixtures, vou then have more com- 
fort and that is the customer’s de- 
fense. Next time he buys fewer fix- 
tures,” and, he added, uses less cur- 
rent. He related how the fixture bus- 
iness was “wrecked” bv glare. 

“The shade on a central ceiling 
fixture represented about half the 
cost of the fixture and someone had 
the bright idca of taking off the shadc. 
Thereupon the public decided _ it 
didn’t like central cciling fixtures and 
didn’t buv them. ‘That’s why you 
don’t see many permanent ceiling fix 
tures in living rooms todav. 

“Bare lamps are alwavs hung high 
ind enclosed lamps are always hung 
low, and the reason for low-hung 
lamps is so simple it is hardly worth 
discussing. The manufacturer sends 
a metal hanger with the fixture, think 
ing the contractor will cut it to the 
proper length. But the contractor de 
cides the manufacturer knows his bus 
iness and sent a hanger of the proper 
length for that fixture, so the con- 
tractor uses the hanger as is. 

“T am not too optimistic about 
when we will get a glare meter. We 
have to measure too manv things to 
arrive at glare rating and, as things 





stand today, the human eye is th 
only instrument that can sum all | 
things up and determine if the it 
ing 1s comfortable.” 

Referring to charts that had 
distributed among his audience, \f; 
Harrison made a rather thoroug 
planation of his procedure in 
mining the glare factor. He sai 
“about 15” is the conservative 
for the glare factor in office o1 
and added that the facts presen 
the charts used were the prod 
25 vears of research in Clevel 

Dr. D. B. Harmon proved h 
a man of both knowledge an 
patience. A projector, with w] 
assistant was showing motion | 
of revolutionary steps in scho 
ing, proved balky. 

Doctor Harmon 
launch into his talk, then 
would stop. When the proj 
repaired, then the portabl 
phone would fail. The doct 
abandoned the film for slides 
director of the division of 
health services, Texas State B 
Health, Austin 

Before showing film o1 
spoke in a technical vein on 
in School Rooms,” saving that 
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BEACON PRODUCTS 
by 
_— 


A complete line of resi 
dential lighting equipment 
SOLD 


through authorized distribu 
Preference on de 












tors only. 
livery given on veterans ‘ous 







ing program. 


J. L. Kaplan Elec. Sales Cop 


Beacon Lighting Products (0. 
118S. CLINTON ST. CHICACO 6, IL 


Southeastern Representative 
Ernest T. Loyd 

69 Mills St., N. W., Atlanta, ¢ 
Phone: Ma. 9104 


Southwestern Representative 
Earl W. Anderson 
6539 Lake Hurst Ave., Dallas 5, Texés 
Phone: L6-6889 
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stimulate different functions and we 
react in different ways.” He contin- 
ued 








t is an old story that the human 
eve is not color correct. Some colors 
produce physiological upsets and those 
ups s result in the behavior we are 
interested in.” 

On a blackboard, he roughly de- 
- oid the eye and explained: 
timulus has various effects on in 
ials, so a selection of colors that 
iot change the eye function is 


tifa ff called for in lighting a room for a CASH IN ON 28 YEARS’ 


ric task. 
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ople don’t see to see, they see PREFERENCE FOR 
‘ t and a distortion of seeing may Selling Lenk soldering equipment is 
7 n an individual a health prob wae rag ea punt - yc = 
3 m Body mechanics are altered oo 
when light is insufficient and_ this Siitite tin ed Shle te tes 1 
to inefficiencies, whereas the customer goodwill everywhere. 
should perform as a balanced or- ee re ee 
n. : quantity to meet the demand. Reliable, 


f lie d d 
Doctor Harmon, who has gained ke i i NN AO ag 
1 1 : wit national advertising program have 
1al renown by application of his isiane ie: ciel tm -tellins eat sea “lay 


of color for obtaining more break trail? 





ind efficiency in school class- 
used his slides to show what 
ven accomplished in Texas 





















rooms and how. Some of the x x * 
showed small children definite THE MFG. COMPANY 
psided”’ because of positions for DEPT. J. NEWTON LOWER FALLS 62, MASS. ELECTRIC SOLDERING 
on them by insufficient class *x Mfrs. of Soldering Equipment Since 1919 IRONS 
light. 
concluding address, “Design 


ld Cathode Lighting,” was a 
technical presentation by Ru- 
Hultgren, vice-president and 
ngineer, General Luminescent 


ition, Chicago. . POPULAR BRANDS 


Hates Of cold cathode lighting and ’ BRUSH ASSORTMENT 


cussed the hot. slimline, and : 2 ‘ : 
oe - 3 This practical selection includes 


TS tarter. He said that for the lJ cre CENTURY « DELCO - EMERSON « GE. 
) use of cathode lighting : —_ LELAND » WAGNER « WESTINGHOUSE 
be limited to commercial and <> 18 Different Brushes 


ial installations o— a= 168 Pieces S$ 
innual banquet was held on ——_ — & List $63.50 39. 
ning of the first day. On this : 


| n the master of ceremonies was ae 
I Robbie) Robicon. manager of FINEST RED FIBRE 
resi oe ‘d “We ine. lees HARCO WASHER 1000 Washers 549.95 
hting division, estinghous¢ ASSORTMENT 18 Sizes from "to |'/4"" 
it I ¢ Supply Company, Dallas. 








, ELECTRIC MOTOR 
Community Improvement 
Bory Pye BEARING ASSORTMENT = 


r 
Ric Rive: 





. del Continued from page 36) Only popular fast-moving numbers x RING 
- |. are in this excellent assortment ee 
rouse =! n County located in the hills CENTURY « DELCO + EMERSON -« G. E. 


Cumberland area of ‘Tennes LELAND « SUNLIGHT » WAGNER + 


Regarded as one of the eight WESTINGHOUSE 
C t countics in the state, Putnam jog moma Bearings § 0 
0 has nevertheless produced two major . sOces a 
_ \ s in the 1945 and 1946 con List $60.00 


IL te of the Nashville Chamber of 
( nerce. ‘I'wo years ago, Nash’s r 
Chapel won second place and this HARCO EQUIPMENT € 
pas’ vear Twin Oak took third place. i 
set SOY Cunt Silanes. de: tonne 2456 NINTH STREET, N. W. WASHINGTON 1, D. C. 


i 2 county where soil erosion has 
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fan controls 














éy Paragon 


® Two time 





ranges. .O 
to 10 hrs.; 
0 to 20 hrs. 


@ Telechron 
motored... 
quiet; no 
ticking, self- 
starting, 
synchro- 
nous. 


°e Under- 

writer's ap- 

proved for115 V.A.C., %H.P. loads 
. . accurate and dependable. 


® Easy to install, direct to handy box or 
surface mount with conduit connection 
through bottom of timer. 


For extra profits this spring and 
summer, get set to install these new 
timers, now. They work with any 
A.C. fan, and the setting may be 
changed at will without harming 
the 


only when timer is in operation. 


List price only $9.75 F.O.B. Two 


an outstanding value. 


instrument. Timer motor runs 


Rivers 
Order from your job- 
ber now .. . and ask 
for Sales Aids. 


PARAGON ELECTRIC COMPANY 
1618 TWELFTH STREET 
TWO RIVERS WISCONSIN 


SALES REPRESENTATIVES 
HOPPER & McCOY 
306 Marietia Street, N.W. Atlanta 3, Georgig: 
GEORGE E. ANDERSON COMPANY 
Santa Fe Bidg. . Dollos 2, Texas . Phone R-4013 


Par. POM 72. 


WISCOMSIN 


S OF ELECTRICAL EQUIPMENT SINCE 1905 





greatly damaged the farm economy 
and where farm income per farm per- 
son is less than $70 each year. 

Putnam Countys’ farm income has 
dwindled sharply and so has its soil 
fertility. But the will of its farm peo- 
ple to make a comeback is reflected 
in the encouraging showing made by 
two of its communities in these com- 
munity improvement contests. By 
following proper agricultural practices, 
they are making their farms more pro- 
ductive. And when they get better 
crops, they get bigger checks for their 
produce. And bigger checks means 
bigger purchases of the good things of 
life—including equipment sold by 
electrical appliance dealers. 


Creative Selling 
For Contractors 


(Continued from page 35) 


allowing the service manager to look 
at an electrically operated and lighted 
signal board while talking to a cus- 
tomer, to determine how many jobs 
are ahead in any of a dozen or more 
departments. ‘There are a good many 
of these around the country now, and 
they have been in use long enough to 
start generating worthwhile improve- 
ments. All large garages and car deal 
ers are prospects for such an installa- 
tion and usually an intercommunicat- 
ing system is sold along with it. 

One of B and W company’s in- 
teresting intercommunication and 
paging systems has been installed in 
the garage of the Kansas City Public 
Service Company, which owns and 
operates the local bus system. 

The paging facilities of the equip- 
ment is used to page by designated 
areas, instead of paging throughout all 
the garage. The system has six paging 
terminals and 12 intercommunication 
station terminals. 

The switches used are three-posi- 
tion switches. When in the paging 
position, the full capacity of the sys- 
tem is used, which in this case is 15 
watts; while in the intercommunicat 
ing position, the power use is only six 
watts. 

One of the features of the system 
is that when a man leaves his office 
in which a station terminal is located 
and goes to some other part of the 
building, he turns his station switch 
to the up position and if a call comes 
in during his absence, it goes out over 
the paging system. He goes to the 
nearest station, then, and answers. 

It is the policy of the B & W com- 
pany, Mr. Bartholomew said, to use 
all standard parts and components in 
their systems. When the customer 
needs a standard packaged system, 
they sell and install that. They use 


their engineering and manufacturing 
facilities only for designing and manu- 
facturing special systems to suit thie 


quirks of certain businesses for whic] 
no package system is available. 

The realm of communications, 
dio, wire, and otherwise; loudsp: 
ers, power amplifiers, 
systems, bells, alarms, wired and yu; 
ing modern zpplications of electri 
tubes; automatic equipment using ‘lk 
electric-eye, counters, door ope 
and other such devices, is one of the 
most interesting divisions of the 
trical industry. 

It challenges the ingenuity of t! 
in it because the rapid stride of 
gress in all lines of endeavor pr¢ 
the need for such devices. 

To do a big volume in this f 
Mr. Bartholomew says, requires a s 
pathetic mind that can see what 
customer wants, what he needs, 
why he should have it. At that p 
it is often possible to point out 
provements in new or _ additi 
equipment about which the cust 
er has not yet been informed. 

In selling, it is only needed to p 
out the steps saved. All labor get 
big price these days and a few 
saved is a few dollars saved and t! 
will pay for any system. 





for long life 
and 
severe service 


Especially designed for 
trial use. 


In locations where vib 
is excessive, where inacc 
bility makes bulb replace 
difficult and for pilot lig 
Nalco Carbon Lamps 
necessity. 


Many standard types, s! 
and sizes are available as 
as standard colors and sp 
shapes and colors. Stan 
screw and special base 
supplied according to 
needs. 


and price lists. 


Southeastern Representative 
Carl Henry, 170 Ellis St., N. E., Atlanta, & 





NORTH AMERICAN 
cc Lamp Co. 





1041 Tyler St. St. Louis 6, Mo. 
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Competition for 
salesmen Here Soon 
(Continued from page 33) 


d others who are 
alified. 
“The usual arrangement of alter- 
te floor days will be followed, but 
re will be lots of cold canvassing. 
e have nearly 2,000 names of pros- 
ts and are adding to this list daily. 
First, however, is a long list of 
ers to be disposed of. ‘This place 
opened in February, 1945, and 
then we have taken 1,900 orders 
Last year, we lost 13 of 
e orders. ‘Thirteen people bought 
ipetitive boxes because competi- 
could deliver and we could not. 
We might lose more of those ord 
But if merchandise begins mov- 
in quantity sufficient to justify 
ging in our experienced salesmen, 
king of the balance of that list of 
s will be the first assignment.” 
me policy of this firm has made a 
ber of friends among veterans. 
n an old box is accepted on a 
n, the box is reconditioned and 
to a veteran at a fixed price of 
This is done to provide the 
in with refrigeration and there 
additional inducement for the 
in to make future purchases at 
Shreveport Refrigeration and Ap- 
e Company. When the deal 
de, it is with the understanding 
f the veteran buys a new box 
ivailable, he will be allowed $40 
trade on the reconditioned box. 
1d believes that when refrigera- 
vecomes plentiful, there will be 
price cutting and high trading. 
* doubts that such a condition 
‘a market factor for any extend 
iod of time. 
len adds the belief that many 
now enumerated among the 
Shreveport, cannot compete in 
uid market because they lack 
facilities. 
his department, management of 
reveport Refrigeration and Ap- 
Company considers itself well 
d. ‘Two locations are main- 
ind in the secondary location 
service department, manned by 
terans and supplemented by a 
truck equipped with hydrau- 


appropriately 


boxes. 


Learning to Sell Again 
Basic Steps in Selling 
Continued from page 32) 


hould be noted that favorable 
on applies both to the sales- 


man and to his product. 


Mavbe the prospect’s favorable at- 
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EFFICIENCY 
NESTED 
CONDUCTOR 


@ Simplicity is keynoted in the design of 
the EFFICIENCY bushing rack. Note that 
a single bolt supports the bushing and at 
the same time clamps the bushing support 
to the rack. Each fitting is a separate unit 
. .. permits the installation of each cable 
independently. 

The EFFICIENCY rack is constructed of 
standard rolled steel channel — sizes accord- 
ing to size of bushings and number of mount- 
Nested Conductor Racks ings for each rack. Bushing supports are 
available for Cable diameters malleable iron. For A-C service a brass half 
from 5/16” to 2-3/8". is furnished. Bushings are glazed porcelain, 
extra large and heavy. 


Complete information on all EFFICIENCY Electrical Devices 
is available. Write today for your copy of Catalog No. 38B. 








MANUFACTURERS OF EFFICIENCY 
ELECTRICAL DEVICES FOR CONDUIT, 
WIRE AND CABLE SUSPENSION 


AND MANUFACTURING co. 
PALESTINE, O10 — 











DEPEND ON —INSIST ON— 


MA LLORY 


Capacitors 


Mallory Type “P"’ Capacitor:—Plas- 
tic case overcomes moisture absorp- 
tion problems, and provides maxi- 
mum insulation. May be used to 
replace cardboard insulated alumi- 
num-case capacitors. Splash-proof 
plastic end cap and simplified 
“snap on" mounting bracket avail- 
able when capacitor is used as ori- 
ginal equipment. 





Distributed by 

INSULATION AND WIRES INCORPORATED 

SAINT LOUIS 3, MISSOURI 
DETROIT 2, MICH 
BLUEFIELD, W. VA 


ATLANTA 3, GA 
NEW YORK 7,N.Y 


H. A. HOLDEN, INC. 


MINNEAPOLIS 3, MINN 


BOSTON 20, MASS 
HOUSTON 2, TEX 


SITTLER COMPANY 
CHICAGO 7, itt 


TRI-STATE SUPPLY CORPORATION 
LOS ANGELES 13, CAL. « SAN FRANCISCO 7, CAL. » SEATTLE 4, WASH 














SUPER 
EXPANSION 
ANCHORS 





U.S. PATENT 
No. 2313522 


$ 


The new all steel Super 
Expansion Anchors are 
the answer for securely 
fastening conduit, switch- 
es, controls, lighting fix- 
tures, signs and sign sup- 
ports, etc. 
Easy to install, 
will hold securely. 

The new all steel S-A 
Anchors are Cadium pla- 
ted for a long life. 
The proven expansion of 
the steel cap has a biting 
action that really “holds 
for keeps". 

The following sizes 

in stock for immedi- 

ate delivery. 


10 - 24 38-16 
14-20 716-14 
5 16 - 18 12-13 


See your jobber or order 
direct from factory. 





The photo shows the actual 
expansion of the anchor. 


S-A Manufacturing 
11080 Gratiot Ave. 
Detroit 5, Michigan 














tention has already been secured for 
the product by its advertising or by 
recommendation of a friend. 

Maybe the attention is secured and 
improved by the display and lighting 
of the product in the store. 

The salesman can gain attention by 
good appearance and by a pleasant 
display of willingness to be of help. 

It helps if he will give the impres- 
sion of warmth in his welcome to 
everybody who enters his part of the 
store. 

Something like, “How may I help 
vou?” enables a friendly atmosphere. 

Sometimes it is possible to attract 
the attention of persons who are in 
the store for other purchases and who 
have no idea of buying the appliances 
on display. 

The salesman should give the pros- 
pect his name as soon as it seems right 
to do so and get the prospect’s name 
right. 

One of the best wavs to attract fa- 
vorable attention early is to show evid- 
ence of *being thoroughly sincere in 
everything that is said. If the sales- 
man shows he wants to help—he’ll 
get the chance to tell his complete 
sales story. 

Maybe his prospect is already more 
or less interested in the product he 
is selling, especially if she has come 
to his store to investigate it. 


Building Up Interest 


Interest is stirred by helping her to 
realize what his product will do for 
her in her residence to add to her 
pleasure, decrease her work, save her 
money, and improve the appearance 
of her home. 

The salesman achieves this by hook- 
ing up with one or more of the five 
buying motives discussed previously. 
He talks and gets his prospect to talk 
until she reveals a possible buying mo- 
tive, and then he helps build up her 
desire in the direction she inclines. 

If he must do most of the talking, 
he should keep fishing around until 
he gets a “strike’—that ic, until he 
hits upon one of the five buying mo- 
tives which is uppermost in the pros- 
pect’s mind. 

If, for example, he is selling an elec- 
tric range, he may find his prospect 
unresponsive until he mentions safety 
—no gas fumes to escape if small chil- 
dren should turn on the burners. 
Then she may indicate interest by 
mentioning that her present gas range 
has worried her several times when 
she was out and wondered if the oven 
had been turned off. 

The salesman has appealed to her 
“protection” motive, and he is now 
ready to move to the next selling step. 

At this point he begins to blend 
into the “sell.” 








The problem now is to anchor the 
prospect down to the product. Here’ 
where the salesman begins to leave 
off on generalities, and starts to get 
specific. 

For cxamp!c, the “top” models o! 
most electric ranges have automati 
controls; what he has to do now is t 
point out features of design, materi 
and construction which only his ha 

It should be borne in mind all th 
time that in all selling, “will do’ 
more powerful than “is.” 

The salesman should know h 
product from “A” to “Z,” and kn 
all its ‘“‘will-do’s.” 

His prospect may have come in 
terested in a vague way in all applia 
ces of the type he is selling. At th 
stage of his strategy, he must foc 
her desire upon the make and mod 
he is selling. And it takes produ 
knowledge to do this. 

The more at home he is with | 
product, the more he can make t 
prospect want to feel at home with 

He must now make his prosp¢ 
feel the need for his product so ke¢ 
ly that she will want it more than t 
money it takes to buy it. 

And this is largely a matter of pai 
ing a good enough picture of the pr 
uct’s “can do.” 





Be Prepared... 
DON’T 












_— HEL WIG mal | 


BRUSH 
MOTOR 2naggt 
s HH Lea 


} argue wee} 













10. 
mPAny, abeoed= = 


neiwic CO 











You don’t have to order a con 
plete Helwig Brush Kit every tim 
your supply of a popular brush | 


office, For complete kit informa 
tion, write for Bulletin 65. 


SOUTHERN OFFICES 


Atlanta....... 316 Walton Bidg.; Jackson 
Oklahoma City... .323 NW 2nd St.; Tel.: 2-631 
Houston... .3000 Block McKinney; Preston 16! 
St. Lovis..1913 Washington Ave.; Chestnut 6° 
ee 708 N. Piedras St.; Main 7°45 








RUN OUT OF BRUSHES) 





e 
$ 
exhausted. Simply request the brush 
number you need from our nearest 






HELWIG CO., Carbon Products 


Makers of Multiflex and Transert Brushes | 
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At this point the “pride of posses- 


sion” appeal is important. 


Now comes the pavoff—the close 


he sale. 

Now, the salesman’s job is to get 
his prospect to pay the price, buy 
now, buy at his store, and buy from 
hin. 
‘fe can end his prospect’s price 
hesitancy by reminding her that she is 
20 ng to have the appliance for many 
ears—that it will save enough in the 

s run to offset much of its original 

And he goes into detail on fi- 


lowance, down payment and _install- 
ment tcrms. 

Maybe she has reached a “yes” 
mood— “but not now.” 

Then he must intensify his appeal 
to her buying motives. Tle persuades 
her to enjoy now—not to put off— 
realization of pride of possession, eco- 
nomy and utility of his particular 
product. 

Along about here he’s actually got 
to make her feel that she can’t live 
without it! 

Maybe everything is settled, but 
she wants to “look around,” or she 


may think she can get a better deal 
somewhere else. This is critical! 

‘The only way to overcome her inde 
cision is to stress the standing of the 
retailer represented and the depend 
ability of his service—that he offers 
every legitimate advantage to his cus- 
tomers that any reputable retailer does 
—and then some. 

Of course, all of this is by no means 
a set formula. It is, rather, a basic 
outline of the ideal sales procedure. 
Sometimes the start is in the middle 
or at one end or the other. 

‘This is merely the road map, so to 


niucing arrangements — trade-in al- 








Here's How to Lick that 
Hard Ventilating Job! 


MARTIN 
Bucket 
EXHAUST FANS 
for industrial plants and 
various’ installations where 
abnormal ventilating require- 
ments exist such as... 
®Stagnant Air ® Excessive 
Heat ®High Humidity 
® Chemical Fumes ® Severe 

Smoke, 





MARTIN 
Utility 
EXHAUST FANS 
A sturdy fan to fill a variety 
of needs. For homes .. . for 


commercial and light indus- 
trial uses. 


Sizes 24” to 72” Write for information. 
MARTIN Fan & Blower Co. 


4632 West 21st Place. Chicago 50, Illinois 
Lawndale 8474-5-6. Long Distance Olympic 5252 











A faster, 
cleaner job 
because 


GEDNEY 
ooo FIT! A 


Good workmanship in fittings shows 
up in good workmanship on the 
whole job. That’s why GEDNEY 
puts quality into every fitting and 
conduit body stamped with the 
GEDNEY name. 


% HIGH GRADE MALLEABLE IRON 
%& CLEAN CUT THREADS 

% PERFECT ALIGNMENT 

te SMOOTH FINISH-INSIDE AND OUT 
%& CAREFUL INSPECTIONS 


This extra care that goés into mak- 
ing Gedney fittings adds up to more 
satisfactory and more profitable wir- 
ing jobs for you. 














ASK YOUR WHOLESALER! 


SOIT. : 
GEDNE Y ELECTRIC <o. 














WASHING MACHINE PARTS — ALL MAKES 


PROMPT SHIPMENTS 


DISTRIBUTORS — Goodrich Wringer Rolls 
Gates Belts 
T-K Range Parts 


Electrical Appliance Parts 


Washington 1, D. C. 











Handbooks of Adequate Wiring 


Two valuable booklets avail- 
able with Electrical South. 


“Handbook of Residential Wiring Design” and 
“Handbook of Farmstead Wiring Design,” sum- 
marizing the latest authoritative information on ade- 
quate wiring systems, may be obtained with a three- 
year subscription to Electrical South at the special 
price of $2.50 for a limited time. Send name, ad- 
dress, and remittance at once to make sure of getting 
your copies. 


ELECTRICAL SOUTH 


Grant Building Atlanta 3, Ga. 
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A INTO The, 


ON YOUR NEXT 
WIRING JOB with 


(THE SOLDERLESS, TAPELESS 
WIRE CONNECTORS) 


YOU CAN’T HELP SAVING 
WITH THIS EASY 
“1-2 WAY” 


TAKE ANOTHER LOOK AT THE quick, 
low-cost “IDEAL Way” to make a con- 
nection of any usual combination of 
wires. Eliminates solder, tape, drip pot, 
iron or torch— saves a lot of climbing 
up and down ladders or tiresome stoop- 
ing. Just turn a “Wire-Nut” on the 
stripped ends of the wires; the tapered 
spring insert automatically twists the 
wires together and presses in solid-grip 
threads, giving a strong, compact joint. 


STRONGER CONNECTIONS... Laboratory 
tests prove “Wire-Nut” joints withstand 
up to 3 times as much pull as the best 
soldered joints. 

BETTER CONNECTIONS ...A “’Wire-Nut” 
joint has up to 25% less resistance than 
a similar soldered joint. Non-corrosive, 
heat and vibration resistant. 


APPROVED... IDEAL “ Wire-Nuts” are listed 
by the Underwriters Laboratories, Inc., and 
approved by Factory Mutual Laboratories. 


FREE SAMPLES! 


SEND COUPON TODAY 





! IDEAL INDUSTRIES, Inc. 

4 1017 Park Avenue, Sycamore, Illinois 
Without obligation, send Free Samples of 
“Wire-Nuts” and Application Manval. 





IDEAL INDUSTRIES, Inc. 


Successor to 
tdeal Commutator Dresser Co 


Sycamore, Ill. 


DEAL, 


% Trade Mark Reg U.S. Pat. Off 
BUY WIRE-NUTS FROM YOUR JOBBER 








speak, The good salesman works his 
way through the traffic as it exists— 
and keeps his eyes open for necessary 
detours and possible short cuts. _ 

He lets Nature take its course—ex- 
cept that he gently controls the 
course. 


Filling the Gaps 
On Rural Lines 
(Continued from page 29) 


Mr. Sanders. Such is not the case. 
While a great many have been in 
stalling complete electric equipment, 
there are a great many more who 
don’t want any, and a great many who 
think they only want lights. There 
are people on whom the advertising 
and promotion programs have had no 
effect, and these are the people who 
live in the open spaces on the lines 
between connected customers. 

“Now is a good time to sell the 
gaps in the lines,’ according to Mr. 
Sanders, “since it does not require 
line extensions. Many can be con- 
nected with a transformer and one 
pole and some can even be connected 
without using a pole. 

Another thing the Gasconade Pow- 
er Company is doing is to try to get 
adequate wiring in all new _ installa- 
tions by pointing out the advantages 
of it. It is doubly important that 
power companies in the rural areas try 
to help in this program because of 
the absence of inspection or other po 
sitive regulation over the wiring. Both 
the power company and the REA are 
refusing to hook-up to unsafe, hodge- 
podge wiring but the greatest pro- 
gress in this respect can be made bv 
education and advice. 

“If the consumer is sold adequate 
wiring in the first place, he will ap- 
preciate it afterwards,’ Mr. Sanders 
said. “For instance an outlet may be 
left out that costs five dollars. It 
may have to be put in later and it may 
cost $25.” 

Mr. Sanders said that they also in 
struct their salesman in their rate 
structure and teach them to explain 
each detail of it to the prospective 
consumer, often translating it from 
watts and kilowatts to the more fami- 
liar dollars and cents. 

The Gasconade Power Company 
has an off-peak electric water heater 
rate which is popular as well as eco- 
nomical. By use of an automatic 
switch which prevents use of the hot 
water heater at peak hours, the cus- 
tomer can get water heater power 
for 1% cents per kilowatt-hour for 
the first 100 kilowatt-hours and all 
over at one cent per kilowatt-hour. 

Their regular rate gives the custom- 
er a 1%4-cent rate after using 225 kilo- 


avatt-hours which makes it to the co 
sumer’s advantage to build uset 
load. 

Farmers who are on the power co 
pany lines have found to their ad\ 
tage that they can now keep the st: 
water from freezing by the use 
small automatic units which cost 
tle to operate. In winter it has h« 
tofore been necessary to use ke 
sene heaters which have to be fil 
periodically, or to chop the ice for t 
stock twice daily. Use of automa 
water warmers not only lighten 
chores of the farmer but also h 
keep his stock in better shape beca 
they. always can get water when tl 
need it, whereas the hand chopp 
job might be put off until the 
minute. 

“The attitude of the rural custon 
is changing,”’ Mr. Sanders said, “wh 
makes it easier to fill up the gaps 
the line. Time was when the farn 
considered that his winter heating 
his year-round wood fire in the 
chen came to him free because 
wood was on the farm for the cutti 
That was particularly true of this a 
Now, 


chang 


where wood is plentiful. 


picture has completely 





<p> Hhutomatic 
TIME SWITCHES 


of precision 


© Synchronous” 
¢ Manually Wound 


Stock Models from 
1100 to 4950 Watts 
per pole. 


5 


cHecx tHE Automatic iint 


For any load ... for every installation, 
there is an Automatic Time Switch to 
meet the most rigid specification. ‘.om- 
pact, ruggedly constructed Autoriutic 
Switches have pure silver contacts ... 
tamper proof cabinets with visible dial 
...2 to 24 “on” and “‘off’’ operatio 
For dependable automatic ti: 
switches specify Automatic. 





Specifications and Informaii 
Progressive jobbers 
have complete in/‘or- 
mation on Autom tic 
products. Cats ‘og 
mailed direct at sour 
request. 


WRITE TODAY 


Time Switches 
Interval Timers 
Poultry Switches 
Flashers 

Relays 


Hputomatee Arie MFG. CO. 


52 STATE ST., MANKATO, MINNESOTA 
- 
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SEC COOLING FANS Top quality is 
Setter 3 | 


than ever 


Its simplicity of 
design permits 
easier installa- 
tion in Walls, At- 
tics, or Pent- 
houses. 


SECO Fans de- Van le y) bes 7 
—ocae. i Se if at any price 


peat ig bee a ee a Pay more .. pay less .. but you just 


extreme quiet- 


ness. ‘ a Be can’t beat them. They’‘re the best! 





... Cdheal for c ae ee e) ne ‘ FLEX-LOC by Lloyd, is THE out- 

ATTICS o standing achievement in lamp 
, holders . . no other can match its 

SCHOOLS 24” 30”, 36”, 42”. 48” : : : 

CHURCHES 1 1 ' ' ° ad performance! Briefly, the name 


ead ter (3800 to 18,500 C.F.M.) “Flex-Loc” tells the story. Flexible 


it automatically self-adjusts 


Industrial Write for Mlustrated Bulle- pear i p 
9 - x ‘ 5 to variations in length of lamps, 
Installations tin, Specifications & Prices. 
: or the spacing of mounting holes 


Contact your nearest Distributor or write , then “click”. & locks the temp 
securely . . positively! Ingeniously 


SECO-LITE MANUFACTURING CO. = | engineered! So simple. So fool 


4916 EASTON AVE. ° ST. LOUIS 13, MO. proof. So easy to use. Flex-Loc 


is a MUST in the specifications of 

















— 651-F many lamp manufacturers 





FLEX-LOC LAMP HOLDER 
Listed and Approved by 
Underwriters’ Lab., Inc., and 
Canadian Standards Association 
Appliance Division A N ° T H E R 


E.T.L. Test Report 314454 
Available . B E os = 
FOR Patented Other patents pending 


A marvel of modern science. 
Vi OTO RS Lloyd’s Automatic Starters play a 
BIG part in lighting the lamps of 

eee0 » industry. There are millions in 

FA a] By ! se o 7% \ use throughout the country! Engi- 

VALS ie neered for quick, sure starting of 

fluorescent lamps and built to 


CO hy H ROI S (om specifications far more rigid than 
pee 


accepted standards . . here is 
the automatic starter that can't 


PROMPT SHIPMENT FROM LARGE STOCKS 

be beat! Results? Saves mainte- 

AUTHORIZED PARTS DISTRIBUTORS Vere, nance costs and power consump- 

Brown-Brockmeyer General Electric Master - tion. Protects and insures longer 

Century Hamilton-Beach Peerless life to ballast and lamp. Elimt- 
AUTOMATIC STARTER 


Cutler-Hammer Holtzer-Cabot Robbins & Myers Listed and Approved by nates the annoyance of flickering 
ap Mewett Star Cerntied by ETL. Spec. and blinking. 


; c. 6 
Dichl Hunter Thor Pat. Nos. 2200443-2228210 Lloyd Policy 


Duro Ilg Wagner . 
Leland Westinghouse Insures Quality 


Marathon 


READING ELECTRIC COMPANY, INC. Lloyd 


Parts Distributors for the Manufacturer PRODUCTS COMPANY 
200 William St. Barclay 7-6616 New York 8,N. Y. Providence 5. R. | 
' e te 
SS) Branch Offices and Warehouse Stocks in 27 Leading Cities 
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SPERO 


DEPENDABLE 
ELECTRICAL PRODUCTS 





Spero offers you the convenience of 5 
complete lines of electrical products 
from one reliable source. 


@ VAPOR PROOF UNITS 

Pendant or bracket types, 4]) 
for 3” and 4” outlet box 
or “x” Type mounting. 
With or without wire 
guard and reflector. 50 to il 
300 W. 
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@ FLOODLIGHTS 









yr Finishes in 
LOW. “Duralum”’— 
sizes for lamps 

from 150 to 


1500 W. Open 
types or out- 
door weather- 
proof type 
bie with prismatic lens. 
CEP Also yard lights. 


&) REFLECTORS 


Shallow and dome- 
type, one-piece 
seamless construc- 
tion, keyless or 
with pull chain. 
For 25 to 750 W 
lamps. 





Dome tape for 60 


to 200 W lamps. 


@ MATERIALS FOR 
ELECTRICAL CONSTRUCTION 
Die-Cast Sockets with approved porce- 
lains are just one of the items we manu- 
tacture for use in electrical construction. 


Vertical or 
90° angle 


mounting. 





@ FLUORESCENT FIXTURES 


SPERO also manufactures more than 
30 types and sizes of fluorescent units. 


Spero products are distributed only 
through recognized wholesalers. 
Write for Bulletin No. 10. 


THE SPERO ELECTRIC 


CORPORATION 
18222 Lanken Ave., Cleveland 19, 0. 











Wood sells for so much money and 
labor is so high that the farmer can’t 
afford to cut his own wood and burn 
it when he can get electric current 
for an clectric range. Tle now cuts 
the wood and takes it to town and 
sells it and in a few loads makes 
enough money to pay his electric bill 
for the whole year.” 

“The Gasconade Power Company 
is advocating the use of three-wire 
service in all new structures whether 
homes or commercial,” Mr. Sanders 
said. “This is in the line of adequate 
wiring and saves money for the con- 
sumer in the long run. It also im- 
proves the sale price of homes since 
complete electric service is at the end 
of a telephone call.” 





Making Big Business 
Out of Little Jobs 


(Continued from page 28) 


visors, salesmen, engineers, or drafts 
men. I have 14 electricians, each of 
whom I ‘raised from a pup’ in the 
business, and every one of them can 
handle any job we send them out on. 
Give us the plans, sign the work or- 
der and we'll do the job fast. That’s 
our motto!”’ 

To back up that statement has re 
quired a lot of ingenious planning at 
A. A. S. Electric Supply. Personnel 
was the main consideration. As out- 
lined above, each man grew up with 
the firm, all draw 52 pay checks a 
vear, and are paid well above union 
scale. Whenever the union 
clectrician’s pay Mr. Smith automati- 
cally raises rates for non-union shop 
men and other employees. 

As an example of how well his men 
like working for him, 12 of the 14 
went into the service during the war, 
and all 12 returned when discharged. 
Mr. Smith makes their work pleasant 
and easy, furnishing one truck with 
a complete materials inventory for 
cach two men, and two work-trailers 
to supplement them. Each man has 
a key to everything in the huge lay 
out, and restocks his own truck every 
evening at any time he wishes. Each 
knows every aspect of small-job elec- 
trical work, and learns anything he 
doesn’t know by “going out with the 
boss.” 

All of them help in prefabrication 
during spare time or in the evening, 
but there are two shop men who 
handle all of the detail work which 
highly paid electricians normally don’t 
like to do. They convert scrap wire 
into 7-inch splicing leads, build meter 
loop supports, etc. Mr. Smith calls 
for fewer men from the local than anv 
other contractor in St. Louis, so well 
organized is his operating time. 


raises 


During the expansion period, part 
of which occurred during the war, 
Mr. Smith couldn’t buy _ trucks. 
Realizing their advertising value, he 
went to a funeral parlor, bought a 
hearse and two limousines, which 
were converted into electrical service 
trucks, as were two old Packard sedans 
picked up later. ‘They are painted 
bright silver, with eye-hitting red signs 
and lettering which list the many 
items carried by A. A. S. Electric Sup 
ply, and create plenty of attention on 
the job. 

The shop itself made metal shel 
ing, stock boxes, pull-out drawers, and 
other fittings for the truck interiors 
In the shop is every tube bending 
welding, cutting, and soldering ma 
chine manufactured, which helped i 
truck construction as well as prefabri 
cation. 

“Since our trucks are our only ad 
vertising medium, we decided to mak 
sure people didn’t forget them.” A 
Smith grinned. “A lot of people ca 
in and tell us that they remembere 
us as the outfit with the silver trucks 


Many customers cnjoy goin 
through these, sceing every type 


switch, receptacle, bell wire, therm 
stat wire, conduit, angle fitting, out 
let, etc., stocked in the trucks. Trucl 














































ITS OWN TUE 
ILSCO 


LUGS AND 
CONNECTORS 





Simplicity 
IN DESIGN 
AND CONSTRUCTION 


4EWER parts, more 

skillful engineering 
design and construction, 
easy, swift installation... 
and copper 99.99% pure 
--- 100% conductive... 
just a few reasons why 
you should “GO ILSCO 
FOR °47.” 


Write for 48-page 
illustrated catalog. 


Southern Representatives: 
VERLYN H. BRANHAM 
180 Interlocken Drive, N. W. 
Atlanta, Ga. 





jJ. P. LUMPKIN 
248 Tranquil Ave. 
Charlotte 3, N. C. 


COPPER 
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KEEP AIR and Profits 
Flowing Smoothly with 


VALLEY FANS 














All steel construction 





Electric welded 
V-Belt Driven 
Ball Bearing 





















Motor Rubber Mounted 
i-blade—Deep Pitched 
Propeller 

Adjustable Motor Base 





Slow Speed 





Here’s a simplified, better construct- 
ed, ventilating fan with features and 
performance that will amaze you. 
Sizes from 24” to 48”, meet prac- 
tically every requirement for home 
ind industrial uses. Write today for 
full details about this big profit item. 








VALLEY FAN MFG. CO. 


FORT VALLEY, GA. 

























‘THE PRESIDENT’ 


Just one of several beautiful 8 ft. models of our 


Cold Cathode Fixtures... 


TWO AND F 


OUR LIGHT 


INDUSTRIAL 8 FOOT FIXTURES 
ALSO AVAILABLE FROM STOCK. 


SEND FOR OUR NEW COLD CATHODE 


FIXTURE AND PA 





RTS CATALOGUE. 





(eLd NEON SUPPLY CO. INC. 





1437 27th St. 2324 Olive St. 548 So: Main 
Des Moines 11, Iowa St. Louis 3, Mo. Memphis 5, Tenn. 
Serving Efficiently — Neon and Lighting Companies 


in the Great Midwest, and 





Entire Mississippi Valley. 
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WHIRL-R-MOW 
ELECTRIC POWER MOWER 


® Finger-tip control in handle starts and stops 
mower. 








@ Rotary blade connected directly to 
motor shaft. 




















® Complete with storage battery Wi 
and battery charger. VA 
@ Operates several hours on a 


single battery charge. 


® Cuts tall or 
short grass. 









A fa 


guali 


trols. 


sired 


n you can’t equal for 
ty, looks, performance, 


at reasonable price. Nine 
models 24” to 48”—full op- 
tional equipment, outside 
louvers, ceiling shutters, con- 


Ball bearing fan with 


ball bearing motors when de- 


for ceiling installation. 








INVESTIGATE THE 24” FULLY ENCLOSED 
FRESH AIR MAKER WINDOW FAN 











NOW READY 
FOR 
IMMEDIATE 
DELIVERY 






















HY-DUTY B 


ond 


choice of 
outlet 
Positions 





locations. 





INQUIRE ABOUT EXCLUSIVE DISTRIBUTION 








2910 SO. EMERSON AVENUE + MINNEAPOLIS 8, MINN. 








VENTILATING 





AVE 


Double Inlet 
Single Inlet 


400 cfm to 
12,500. Wide 


and motor 


LOWERS 


DIVISION 





LEJAY Motors Corporation SCHWITZER-CUMMINS COMPANY 


1125 MASSACHUSETTS 


INDIANAPOLIS 7, U.S.A 







FOLDING DOUBLE CUPPED 
* WASHER LUGS * 


A SIZE and TYPE for every need! 


FOLDS OVER HERE TO CLOSE 


NO SPECIAL TOOL REQUIRED 


KRUEGER & HUDEPOHL 


> Solderless Tyminal Lugs and Connectors 
a VINE AT THIRD-ES * CINCINNATI 2, OHIO 





iT’S A GOOD MORNING IN 


oT. LOUIS 


AFTER A COMFORTABLE 
NIGHT AT 


WASHINGTON AT NINTH 
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are filled from 2,000 bins in the main 
supply room behind the office. Even 
during the wartime period, A. A. S. 
Electric Supply, through good con- 
nections, was able to maintain a $40,- 
000 inventory. 

Asked what kind of work he pre- 
fers to do, Mr. Smith said “I prefer 
to do any kind of work which comes 
in over that phone.” Hundreds of 
building contractors have tried Smith 
service and stick to it, even though 
Mr. Smith makes no special conces- 
sions of any kind. His big jobs are 
merely multiples of small jobs—such 
as G. I. housing projects anywhere 
from 20 to 600 homes. 

When one of these comes up, shop 
men and electricians get together, and 
figure a “package parts deal” for each 
one, assembling all electrical materials 
for each house in metal boxes which 
Mr. Smith bought as G. I. surplus 
for 35 cents each. Scores of these go 
out on every big job, come back in at 
night and are refilled for the next 
dav’s work. 

The men gas and service their own 
trucks ready for the next day each 
evening. A huge file in the office has 
a job cnvelope for every individual 
electrical job carried out, which tells 
the whole story, incorporates a set of 
plans and duplicates of bills. After 
the work is finished, this goes to the 
customer for valuable reference. 

Why no supervisors or foremen? 
“We don’t need them,” Mr. Smith 
said, adamantly. “We give our men 
all details in their job envelopes and 
thev need only know where to go. If 
the electrician runs into some more 
work which must be done, he carries 
a stock of work orders in the truck, 
which he fills out, gets a signature for, 
and then goes ahead on his own. We 
get 99% of our payment on a time- 
and-materials basis, incidentally. We 
pay every fourth man assigned to a 
job at foreman’s wages, which over- 
comes profit leaks and unforeseen 
extra expenses, and bill the customer 
for it.” 

Though Mr. Smith is a_hard-driv- 
ing businessman, he hasn’t forgotten 
the value of humor. Laugh-provok 
ing signs appear all over the many 
buildings, particularly in the office. 
They read “Buving cheap merchan- 
dise is like stopping a clock to save 
time”—‘“‘So_ Little Done, So Much 
to Do”’—‘“Nobody ever got lost on 


a straight road” etc. 

One sign which always gets a re- 
sponse is a huge sign over the door 
through which electricians reach the 
vard reading, “Our business is a social 
service institution for the mutua 
benefit of customer, owner, and em 
ployees.” 

Perhaps the surest key to “what 
makes A. A. S. Electric Supply tick 
is an offer which has hung on the wall 
of the office for years, which state 
that the company is looking for a 
man to manage it in the same wa 
Mr. Smith has. It guarantees such a 
man $40 per day one year, $50 per 
day the second, and $60 for the third 
vear, but warns him to work sixteen 
hours a dav, and to forget his famil 
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LEAD AND ALUMINUM PAINT 


Spot or Full Coat 
for 
Galvanized Structures. 
It sticks, it blends. 


Cibo INC.” 


NORTH ARLINGTON, N. J. 











WANTED 


ELECTRICAL PROJECT ENGINEER 


One (1) experienced graduate engineer 
responsible charge electrical engineering | 
and design of steam-electric and hydro- | 
electric power plants and high voltage | 
substations. Applicants please furnish | 
personal data and Experience Record. 


Box 122, Church St. Station P. O. 
New York 6, N. Y. 








ELECTRICAL ENGINEER WANTED 
Graduate engineer thoroughly capable 
making shop drawings large navy hospital 
job lighting, power, signal distribution 
system and radio. Must he thoroughly 
qualified and experienced. 

Apply Telephone 2-4252 

BYCK ELECTRIC COMPANY, INC. 

SAVANNAH, GEORGIA 


af 














1527 GRAND 





UNIVERSALS ELECTRICIANS TOOLS: 
Channelgrip Pliers, Vise Grips, Master Pipe Wrench, Crescent Wrench, 
Needle Nose Pliers, CeeTee Pliers, & Screwdriver, $14.95. 
Remit Today — New Catalogue Free. 


UNIVERSAL TOOL COMPANY HAS IT 
DEPT. E. S. ——— 


Dandy 8-Piece Set: 


KANSAS CITY, MISSOURI 














Ws CONDITIONING for everybody 


with the NEW Seal ative all-purpose fans 


he new HEALTH-AIRE belt-driven fans are so economical in 

nd operation, so flexible in application, every property-owner 

rospect. When you sell HEALTH-AIRE, you can sell more 
. with more profit to you. 

\lso available for factories, warehouses, restaurants, offices, 


es and auditoriums. Ready for immediate delivery. 
Write Dept. E. S. For Complete Details 


Johnson Fan & Blower Corp. 


1319 West Lake St., Chicago 7, Ill. 





iry to Match this 


PERFORMANCE, 
CONSTRUCTION, 


Sales Appeal 





_——T) patente 
a H} RIBBER 

: NT MOUNTING 
Xe |] euminates 
)X MOTOR HUM 
P \ |] TRANSMISSION 
PATENTED ryry, Fi PATENTED 
HERMETICALLY & .- : OPEN SPIDER 
SEALED ROLLER Y Yi” \ MAXIMUM AIR - 
BEARINGS = / aa \tr NO RESISTANCE 
LONG. 
° 1PIECE 

adjustment BEARING 
1, no motor 
lission, long 
it's here and 
nee to cash 
m that is a 

The fan 

eatures. 


ePzZe to 
ith pate 











Immediate delivery on complete 42” fan chassis less 

» Motos. Limited supply of fans with motors. Any 
! or 1/3 hap. motor can be easily installed. 
Writs today for folder giving full particulars on 
this revolutionary fan. 


*All patents applied for 


a Sales Office: 813 Bona Allen Bidg. Atlanta, Ga. 
cr¢ RY: 138 WEST 54th ST., fol iter Vere mm | me 
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THE ULTIMATE. 
ae ge 

_ QUALITY 
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SIGNAL ELECTRIC MFG. CO. 


MENOMINEE, MICHIGAN 








Every leader has the advantage.... Proven 
certified performance over years places the 
Cirklair Attic Ventilating Fan ahead. This leader- 
ship is maintained through quality. 

Consistent newspaper and magazine adver- 
tising keep Cirklair Attic Fans in the mind of 
your customers. 

There are thousands of pleased users selling 
for you, too. 


SUPPLIED THROUGH YOUR JOBBER OR WRITE 
DEPT. "'S,"" CIRKLAIR PRODUCTS DIVISION 


THE FOLSOM Co. 


SINCE 1909 


DALLAS, TEXAS 























ut a system of venti- 
lation built to suit every 
need for the home, the of- 
fice, the plant and all other 


commercial requirements. 


One Basic Unit 
in Each Size 


(Watch this space for illustrations ) 


with a complete comple- 
ment of accessories con- 
verts any unit to a Window 
Fan, Attic Fan, Portable 
Circulator or Exhaust Fan. 


— All Units Reversible — 


Member Propeller Fan Mfgrs. Assn. 





REED UNIT-FANS, INC. 


Manufacturers of Ventilating Equipment 


1001 St. Charles Ave., New Orleans 8, La. 











The Advertiser’s Index 
part of the advertising contract. 
correctly. 


is published as a convenience and not as a 


Every care will be taken to index 
No allowance will be made for errors or failure to inaecrt, 
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Kaplan Elec. Sales Co., J. I 
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Mitchell Mfg. Co. 
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N 





Electric Products 





Co , sas 
North American Elec. Lam; 


O 


Okonite Co. 


P 







Electric Co. 








Regent-Savory Electric Mfg 
SE 
Robbins & Myers, Inc. 


Royal Electric Co. 


S 


S. A. Manufacturing 
Samson United Corp. 
Schwitzer-Cummins Co. 
Seco-Lite Mfg. Co. 
Sherman Mfg. Co., H. B. 
Signal Elec. Mfg. Co. 
Spero Electric Corp. 
Square D Co. = 
Standard Neon Supply Co., 
Stonewall Company 
Subox, Ine. 
Sutton Corp., 


T 


Trible’s ‘ 
Trumbull Electric Mfg. Co 


U 

United States Rubber Co., | 
(Tape Division) 

United States Rubber Co., 
(Wire Division) 

Universal Tool Co. 


Vv 
Valley Fan Mfg. Co. 
Virden Co., John C. 


W 


Wakefield Brass Co., F. W 
Walker Electrical Co. - 
Wesix Elec. Heater Co. - - 
Westinghouse Electric Corp 
(Appliances) --------- ‘ 
Westinghouse Electric Corp. 
(Lamps) 
Wiegand Co., E 
Wright Industries, 


Y 









The O. A. 

















Edwin L. 
Inc. 
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MANUFACTURING CO. 
ATLANTA,GA. 


Gibson Strip-Lites and commer- 
cial fivorescent fixtures are sold 
only through established job- 
bers and wholesalers. 


RCLE, N. E., ATLANTA, GEORGIA 
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@ The smooth, waxed, low-friction surface of General Electric's thermo- 
plastic building wires shows up in time saved when pulling wires through 
conduit. Compared to other types of wire of equal capacity, it takes less 
“pull,” makes fishing easier when joints and angle bends are encountered. 
And the tough, abrasion-resistant finish protects the insulation from pos- 


sible damage. 


No wonder General Electric thermoplastic has moved up so fast as a 
favorite among contractors and their customers alike. For, in addition 


to its smooth surface, it has cost-saving advantages all the way through. 
It strips easily. It is practically nonaging. It is virtually unaffected by oil 
or water. It has made possible building wires of small diameter, without 


GENERAL 


oY \ 


lowering insulation standards. 

Don’t risk buying, or specifying, 
building wire by type alone. First, 
get all the facts about General 
Electric’s thermoplastic building 
wire by writing to Section 
W51-424, Appliance and Mer- 
chandise Department, General 
Electric Company, Bridgeport 2, 
Connecticut. 


ELECTRIC 








Merchandise Distributo; 


G. E. OFFERS A COMPLETE Li! £ 
OF BUILDING WIRES 


Besides G-E thermoplastic, Types T a 
TW, for dry and wet locations, thi 
are standard code grade building wir. s, 
Types R and RH, (Type RH in si: 
6 Awg and larger can often be u 
more economically 
than Type R, be- 
cause of its higher ; } 
current rating). In ST 
addition, G.E. offers 
Types RW (mois- 
ture resistant), RD (flat twin-braic: 
building wire), and RL and RHL (lea 
ed cable construction). 


=, 


TTING YOUR SHA There's go: 
business . . . and good profits . . . ir 
replacement cords for portable toc 
And when you use Flamenol* portable 

cords, you're sure of 
the reliable px 
formance and long- 
term service that are 
your best bets 
satishied customers. Rip-cord, medium- 
duty, and heavy-duty types available 


YOU KNOW ABC Here is 
a light nonmetallic sheathed cable that 
is ideally suited for 
use in residential and 
farm construction. 
Durable, easy to in- 
stall, and always good 
protection from serv- 
ice hazards, PVX saves time and mo: 
Ask us about it. 


GOLDEN ANNIVERSARY —_ Fi‘ 


years ago General Electric introduc: | 
manufactured with 
a bonding strip to 


BX armored cable. 
assure low value of ¢ 


Today, the im- 
proved BX cable is 

armor resistance. Let us show 3} 
samples. 


*Trade-mark Reg. U. S. Pat 
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